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Fitting Men Into New Places 


NE of the unfortunate effects of any period of 
O trade stagnation following an economic break is 

the discarding of workers in middle age. Thus 
we see many a man, industrious, capable and useful, 
pounding the streets for another job at this time. 

Maybe it is the natural thing for a going business to 
add more people in busy times than are actually needed. 
Then, in ordinary times, if business slides off, the extra 
workers are given a long holiday—and either go back to 
work in the same store or factory or in some other one. 
All this is the give and take of life on the job. But 
along comes a serious break such as we had in 1921 
and almost had in October of 1929. The employer 
looks over his staff with an entirely different eye. He 
reads in the newspapers a lot of stuff on “middle age 
obsolescence” and begins to think that age is the index 
of a man’s worth and not usefulness and experience. 
As a result, he almost automatically fires the older man 
and takes in boys with minds that should still be in 
school. 

Remember this—the body feels the weight of years 
long before the mind. Mental capacity at the fitting 
stool or in the factory, the result of experience and 
environment, is the important factor. Just the mere 
passage of years is not the only index to a man’s ca- 
pacity. Habits of skill of the mind and of the hand 
compensate more than the loss of inherent nimbleness. 


* * * 


N some trades workers command their highest wage 
after middle age. This is true of machinists, car- 
penters, executives and engineers. There is a real value 
to accumulated knowledge in trade. In many cases the 
store and factory have been responsible for the stagna- 
tion of its workers because it has not given continual 
exercise to mind and hand of the worker. Individuals 
must be kept alive by exercise, mental and physical—as 
must businesses. : 
In selling and management, middle age people still 
hold principal positions. It is not a safe thing to do to 





toss off experience and capability for the job because 
of the economy of boy and girl help. Every store should 
have a definite ratio between experienced people and 
new apprentices who learn the job and stimulate the 
youthful enthusiasms so necessary in business. 

We find many of these men come to our business 
paper offices for leads as to new jobs. We go as far as 
we can and that’s usually the full distance. We sit and 
reason with the man and find out his capacity and some- 
times are brutally frank in telling the man that his fire 
as a salesman has burned out but his capacity as a store 
housekeeper is better than ever. Thus we find for him a 
place with the records and machinery of business while 
somebody more active does the selling on the floor. 

* * x 

E wish it were possible to enlist a group of busi- 

ness men in becoming vocational advisors. We 
would like to do this in every large city where we have 
our offices. Thus when a problem of employment comes 
before us we can combine the leads we know with the 
contacts of other minds. We would not burden any 
one of our advisors with more than three employment 
problems per year. In the majority of cases the prob- 
lems would be those of young men out of school and 
college. Their problem is comparatively simple in com- 
parison with the man who has been thirty years with 
the one store or factory and must change many of his 
habits with his new job. 

A good Samaritan on the Jericho Road is just an elder 
brother to some of the good neighbors we know along 
our modern business Main Street who are ready to advise 
a fellow when he needs a job. Oftentimes it is just 
the little suggestion in the right direction that helps a 
man to put it over, and certainly this is a year when we 
can all be a little more neighborly on the subject of the 


other man’s job. 


Editor 
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Shoe Distribution 


Facts Collectable 


For the first time in business history 


Frederick M. Feiker, chairman of the Advisory Committee on 
the Census of Distribution and also Managing Director of 
the Associated Business Papers and Dr. R. J. McFall, Chief 
Statistician for Distribution, U. S. Census Bureau, tell of 
the aid to business made possible by a national collection of 


distribution facts and figures 


R. FEIKER says: “A friend of mine puts it 
M this way, ‘You can’t expect to get business 
nowadays with brass knuckles and a club.’ 
Another way to say it is that the business which is profit- 
able is that one which has found a way to control de- 
mand as well as supply. 
To control demand means 
that you must have an 
intimate knowledge of 
sales. 

“To secure an intimate 
knowledge of sales we 
need to secure more basic 
figures on _ distribution. 
Hence the Census of Dis- 
tribution. 

“The coming Census of 
Distribution, to be taken 
for the first time in the 
United States, by the Bureau of. the Census during the 
year 1930, constitutes one of the great fundamental co- 
operative undertakings to forward business. It was 
recommended by many groups of business men to 
President Hoover while he was the Secretary of Com- 
merce. Of the several services to business undertaken 
by the Department none will have more far-reaching 
possibilities in the elimination of waste than this coming 
census. In filling out the list of questions which you 
manufacturers, merchants and wholesalers will be asked 
to answer in the early spring months, you will all be 
participating in a great cooperative movement for com- 
mon good. The task is a tremendous one. Broadly 
there are two objectives: 


a HE census will supply a classified body of busi- 

ness facts on (a) the number of retailers by differ- 
ent lines, (b) the volume of their business, (c) some 
classification of commodities they sell, (d) some begin- 
nings of knowledge of the volume of commodities which 
are sold through different trades, (e) some comparison 
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between the volume of sales of one class of trade and 
another in different territories, (f) more basic informa- 
tion for the manufacturer in formulating sales quotas, 
(gz) more facts for jobbers and retailers on the volume 
of business and the percentages they handle. 

“It will start all busi- 
ness men thinking about 
sales costs. I am not sure 
but that the first census 
will be most valuable as a 
stimulation to finding sales 
costs. I have believed that 
the dismal but necessary 
practices of cost account- 
ing were set forward by 
the income tax blanks. 
Once a year, anyway, we 
have to know where we 
stand—did we make or 
lose money. The enforced balance sheet, known as the 
‘Income Tax Schedule’ may be said to be, in that sense, 
an educational document. 


- HE new census will be an enumeration or count 

and not a survey. It will not be a market analysis. 
But it should supply information by which trade groups 
and individuals may make comparisons with their own 
records.” 

Dr. McFall says: “Let us take shoes and a census 
of the distribution of shoes as a working example. Shoes 
are a good commodity to select. Almost everyone buys 
one or more pairs a year. 

“In the first place, let us find out just what informa- 
tion on the shoe business is already available. Not much, 
we learn, and, for what there is we must thank the 
manufacturer. 

“We are told that $500,000,000 worth of raw materials 
annually make $1,000,000,000 worth of shoes which re- 
tail for approximately $1,500,000,000. We learn, also, 
there are 1,357 mantfacturers of shoes employing some 
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203,000 workers and disposing of their products through 
160,000 retail channels. 

“Now what does the average shoe retailer know about 
the important facts of his business? 

“Peter Jones runs a shoe store in a thriving com- 
munity of 10,000 inhabitants. Mr. Jones knows he 
will sell some high shoes in winter and mostly low shoes 





tailed, and if he is doing as much business as the average 
shoe store in his type of community. 

“All of this is highly important to Peter Jones as he 
will realize when he looks over the distribution in- 
formation.” 

Manufacturers, wholesalers and retailers will be able 
to put their fingers on wasted time, energy and money. 
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the year around. He knows 
that the young bloods like 
sporty, two-colored shoes just 
after the roses bud in early 
summer. 

“He guesses he will prob- 
ably need so many tans and so 
many low blacks at certain 
seasons and orders accord- 
ingly. 

“BUT Mr. Jones, shoe re- 
tailer, does not know whether 
he is doing the amount of busi- 
ness he should; whether his 
clerks are making as many 
sales as the average; whether 
his sales are as good as or bet- 
ter than those of the average 
small-town shoe store, or even 
whether the shoe trade in all 
small towns is going to the 
bow-wows in these days of fast 
automobiles and little walking. 


HE Spring-Census-Taking will, 
says Dr. R. J. McFall, show: 

Various types of stores which han- 
dle shoes. 

Volume of sales for each type of 
store. 

Whether or not it pays to send sales- 
men to visit certain types of stores. 

Whether territory expansion is jus- 
tified in particular communities. 

Whether they should concentrate 
more on chain stores or independents. 

The natural question of the con- 
sumer, who will bear the greatest part 
of the cost of compiling this informa- 
tion will be, “Will the information and 
figures gained through a nation-wide 
distribution inquiry bring down the 
price of shoes?” 

The answer, I believe, is, “Ultimate- 
ly, yes.” 


Elimination of such waste will 
lower costs of production, dis- 
tribution and sales. With 
manufacturing and handling 
costs cut, competition will see 
to it that the ultimate con- 
sumer gets his share of the 
savings. 

The enumerator will ask 
what the number of paid em- 
ployees is for the months, 
April, July, October and De- 
cember. This is necessary to 
observe seasonal business. 

Next he will ask for an in- 
ventory of stocks on hand for 
sale at the last available date. 
Then he will determine 
whether the store handles any- 
thing except shoes, making a 
note of annual sales for each 

[TURN TO PAGE 79, PLEASE] 


“Now this is where a census of distribution, properly 
applied and intelligently interpreted, will help. 

“The 1930 census, when completed, will show Peter 
Jones whether his clerks are doing as well as other 
clerks; if other stores are making money out of side- 
lines; the other channels through which shoes are re- 
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INNIE and Babbs, who typify perfectly the 
W rvser débutantes of 1930, just as the flappers 

of yesterday exemplify the young things of a 
post-war period, have been loaned to the Calf Tanners’ 
Association by Best & Co. for the promotional cam- 
paign on Glace Calf. They have been photographed to- 
gether wearing the “occasion” clothes that are eminently 
suitable with shoes of this new 1930 leather—crisp sum- 
mer frocks in delectable colorings with shoes to match, 
stressing the new smartness of cottons; informal tennis 
frocks in the lovely shantungs and linens that are new 
this season; “Bond Street’’ tailored suits for town wear 
and swagger tweed suits after Jane Regny and O’Rossen. 
Almost every outdoor costume is correctly complemented 
by shoes of Glace Calf, except the formal garden party 
frock which requires shoes of fabrics or pastel suédes 
or kidskins. And with the revival of cottons for sum- 
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Four distinctive 
periods of dress 
are revealed by 
the Twins—inci- 
dentally you iden- 
tify each girl by 
her different shoe 
selection 











mertime frocks, like the flowered dimity and dotted 
Swiss models pictured, it even comes into the afternoon 
mode—informal, it is true, but correct. Not in many 
years have we. had such careful distinction drawn be- 
tween different types of clothes for different occasions. 
The four lengths of skirt identified with four entirely 
different types of costume help to accentuate these dis- 
tinctions—for street, for sports, for spectator sports, and 
primarily with all “sunshine” fashions. 

Glace Calf is full aniline dye leather, made from 
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The “Best” Twins | 
Show Styles in Calf 


by 
RUTH H. KERR 
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small, selected skins and finished with a very fine hand 
boarding which gives a beautiful luster like lalique glass 
when it is pulled over the last. This boarding disap- 
pears in the lasting, and as it adds to the luster it also 
gives a mellow, soft appearance to the leather. It is 
being featured in bench turns and other lightweight 
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J. Carl Lilly. 
the group, with offices at Two Park Avenue, New York 


City. a 


types only, and as it is available in all fashionable colors, 
as well as both mat and semi-glaze black, it is eminently 
adapted for high-style footwear. 

The tanners of calfskin included in the promotion of 
Glace Calf are marketing their products under individual 
trade names, but every American made aniline dye calf- 
skin of L or LL weight comes under the generic term 
of Glace Calf, which is a descriptive term for this 
tannage. 

These tanners are cooperating in the promotion of 
Glace Calf: Hunt-Rankin Leather Company, American 
Hide & Leather Company, J. S. Barnet & Sons, Creese 
& Cook Company, A. C. Lawrence Leather Company, 
Lilly Leather Company, E. Hubschman & Sons, Inc., 
Hiteman Leather Company, C. D. Brown & Company, 
Ohio Leather Company, Carl E. Schmidt & Company, 
Inc., Albert Trostel & Son Company, Pfister & Vogel 
Leather Company and Fred Rueping Leather Company. 

The executives of the Calf Tanners’ Association are: 
Victor G. Lumbard, President; Burt W. Rankin, Vice- 
President ; August H. Vogel, Jr., Treasurer, and Edward 
A. Brand, Secretary. 

The committee for the Calf Tanners’ Association, re- 


sponsible for publicity and promotion, is George H. Meal- 


ley, chairman; August H. Vogel, Jr., Guy Creese and 
Miss Ruth H. Kerr is style analyst for 


To launch a new style in New York it is quite neces- 


sary to start it off at a Fashion Tea. The feminine style 


forecasters from the various stores and trades find the 
Fashion Tea an excellent meeting place for the informal 


discussion of trends of color and materials. 


[TURN TO PAGE 79, PLEASE] 
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By HENRY MURRELL 


oe ESPITE 
D the fact 
that we’re 
up against a town 
that’s not growing, 
our business has 
shown us a slight 
annual increase of 
from 5 to 10 per 
cent over a period 
of several years,” 
said Erwin H. Hertzler, general manager and treasurer 
of Hertzler and Boesch, an outstanding shoe firm of 
Burlington, Iowa. There are seasons, Mr. Hertzler says, 
when their stock reaches $50,000, although they try 
ordinarily to keep it at an average of $30,000. 

They also have two understores in their line-up, one 
of which is located in the same city. 

Although operating under separate management, 
Hertlzer and Boesch occupy a main floor room which 
opens directly, through a large archway, into the John 
Boesch Co., a most successful firm and the only de- 
partment store in that city. 

“Due to this connection 
with the department store, 
fully three-fourths of our 
business is women’s and 
children’s trade,” Mr. 
Hertzler continued. “It’s 
difficult enough to get men 
into a general shoe shop, 
but it’s harder still to get 
them into the shoe section 
of a department store. 

“Therefore we concen- 
trate the bulk of our adver- 
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“MAIL TO MALES” 


Justified By 


tising on men. Half of our self-allotted budget we 
expend in general newsfaper advertising. Our city 
supports both an evening and a morning paper, the latter 
of which thoroughly blankets the surrounding territory, 
but we get quicker results from the evening sheet. Our 
advertising, therefore, varies according to the trade we 
wish to reach, running higher in one at certain seasons 
than others. 

“The other half of our budget is expended in appeal- 
ing to men by direct advertising. We retain the name 
of every man who purchases shoes from us, keeping our 
record strictly up-to-date. In addition we select a list 
of all the prominent men in the city who in our judgment 
would pay our prices for shoes. Membership lists of 
exclusive clubs, lodges and other organizations are help- 
ful in compiling such lists. 

“These two groups form the basis of our repeat adver- 
tising. We send a letter every six or eight weeks calling 
attention to some particular shoe or to a shoe for some 
particular season, such as golf shoes, winter brogues or 
summer weight shoes. 

“We follow up every sale in eight or ten days with a 
letter of thanks. If we can once get a man in our store, 
he rarely walks out without purchasing, and we want to 
keep him so that he will return. 

“In this letter we advise him that if the shoe isn’t 
comfortable, he should let us know. In the event that 
such a customer does return we do everything in our 
power to make a satisfactory adjustment, although the 
occasions when we are called upon to do this are com- 
paratively few. In turn we follow up all adjustments 
with a letter which is intended to remind the applicant 
of our recent courtesy and willingness to render genuine 
satisfaction, hopiny the more indelibly to impress that 
fact upon him. 

“About three months after his purchase has been made 
we send an extra pair of shoe laces, explaining that as 
automobiles carry spares, so should he. After dispos- 
ing of the shoe laces we emphasize new shoes in some 
manner deemed suitable at that particular season. 

“Our office girl attends to the list and a local letter 
shop does the rest. The manager and owner of this 
shop is a close friend of mine. I usually explain what 
I want and leave the rest up to him. That’s his line; I 
know he can do it better than I. We furnish him with 
the list of names. They print, fold, insert and address. 
The service costs us about 5 cents per letter, including 
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> | postage. We find it economical. 
[ “We have been doing this now a 
, \ little more than a year. We realize 


we have only scratched the surface, 
yet the results have justified many 
times over the expense and trouble. 
Some day we hope to convince the 
men that it is just as advisable for 
them to buy her as for their mothers, 
wives and daughters to be unwrap- 
ping parcels marked ‘mertzler and 
Boesch.’ 

“If it is true that the men are 
actually afraid of the women shop- 
} pers in a department store, then the men who have be- 


responsible for the growth of our men’s business, but 
our June business of this year has shown us an increase 


“Our spiff system of handling odds and ends has 
worked to our great advantage, also, throughout the 
past year. In fact our method takes care of the 
men’s line altogether, so that we have no sales on 
men’s shoes with the occasional exception of a few 
pairs of sport shoes, or the like. And it is gradually 
working wonders on our women’s and children’s 
lines, so that we hope eventually to diminish the 
necessity for semi-annual sales to a considerable 
' extent. 

“Two sales per year would leave too much time 
in between if stock were to lie dormant. In 
operating our spiff department we aim to get 
cost and overhead. When a number gets down 
to from five to 


Here's the story of a shoe business that is growing 





: come regular patrons here are helping to dispel that firms have an entire spiff section. We like our method 

fear. Frequently someone comes in to buy, saying so better. When it is run in one section people get used 

and so sent him. Or, ‘I saw some shoes a friend of to its being odds and ends, but by using the middle row 

mine was wearin’, d’you have any more like ’em?’ people don’t object. As a rule what goes in our spiff 
“This direct advertising has naturally not been entirely section hasn’t been in our store over ten weeks. 


of but slightly under 30 per cent. And the men are Sr ee 
coming in, more and more frequently. ai 







































steadily in a town whose popula- 
tion is standing still—Patient, 
persistent advertising plus follow- 
up does it 


sticker placed on the inside heel, the 
price being marked in plain figures 
thereon. In remarking we leave on 
this original price. Most all ten 
dollar shoes we mark down to seven, 
$8.50 to $6, and so forth. We have 
been using this idea some six months 
and it’s proving exceptionally suc- 
cessful. 

“Then we place these shoes in our middle row. Some 


“Calling attention to the style and the price discount 
[TURN TO PAGE 99, PLEASE] 
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Getting More Shoes Sold Right 





Satisfaction Is Added 


HERE seems to be a common belief that there 

are two groups of merchandise, divided into 
the two major divisions of necessities and luxuries, 
being sold today. The so-called necessities are very 
easily recognized as being the actual food, clothing 
and shelter required by man to maintain life on the 
earth. Even today there are many countries where 
with the very high peak reached by civilization as 
a whole, man is unable to secure for himself the 
bare necessities of life. We are constantly reading 
about the great famines that are breaking out in 
some of the Asiatic countries, of the great numbers 
of people who are actually freezing to death for 
lack of proper clothing and shelter. These are 
largely problems of education, for only as people 
are educated can they realize and overcome any 
problem of life. The old saying, “Live and Learn,” 
should really read “Learn and Live.” 

There is no dividing line between the necessity 
group and the luxury group of merchandise. Rather 
the name luxury should be satisfaction. As man 
progresses in civilization that which was a comfort 
becomes a necessity. The ox cart of the pioneer 
can never replace the automobile, the electric car, 
railroad or airplane. 


The uses of any of our present means of transpor- 
tation were looked upon as a luxury when they 
were first introduced to the public. Many refused 
to avail themselves of the opportunity presented and 
were many years behind those who discarded the 
old and adopted the methods now recognized as a 
necessity to the welfare of the country at large. 

Each advancement converted the luxury of yes- 
terday into the necessity of today. This acceptance 
by man of a luxury as a necessity will always con- 
tinue and as the years go by the word luxury will 
have less and less meaning in merchandising any 
future product. 

The question now arises, what of those products 
that do not have any real bearing on the advance of 
the standards of living? What of art, sculpture, 
style? The ability of any man to own a thing of 
beauty—a master painting, a statue by a noted 
sculptor, a first edition or an original manuscript— 
does not mean that any of these things are in the 
luxury group. For some, these are luxuries, for 
others who can well afford them they appear not as 
necessities or comforts but in an entirely new 
group—the satisfaction group. 

Style, changing from year to year, season to 
season, changes in clothing, in colors, in fabrics, in 
buildings are all in reality caused by a desire for 
change and should not be classed as luxuries. They 
all belong to the last and constantly changing sat- 
isfaction group. The realization by business striv- 
ing to meet the demands of man that there is no 
luxury trade and that they are selling a product 
which gives added satisfaction to the purchaser will 
help that business to put across more sales, quicker 
turnovers and added profits. 


4» fn 
Harbinger of Spring 
NE of the surprising features of the Florida 
social season has been in the sale of quality 
shoes in that State. One merchant with five stores 
writes : 

“Business has been exceptionally good at 
the Beach and while the demand for high-priced 
shoes has been reasonably limited, we have 
sold a goodly quantity of shoes at $35.00. We 
have some gorgeous shoes at $75.00, and while 
they are not moving very fast, we are sure 
we will sell a reasonable number of them. It 
seems that Florida is about the liveliest spot 
in the United States in fashion as well as 
society this year.” 

This news, right from the midwinter capital of 


fashion, is most encouraging for its possible effect 
on the rest of the country later on. There is some- 
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thing very significant in this year’s Florida season. 
It has actually been heavier than usual and possibly 
society proves to itself the adage that “fashion has 
nothing whatsoever to do with the economic situa- 
tion.” 

Maybe it is one of the recoils following the Wall 
Street panic. People who have lost money want to 
show the best front possible. Or maybe we have 
overestimated the importance of last October’s stock 
market break and we have come to a time where 
those who have money will spend it for sunshine 
and fashion because it is the social thing of the day. 

We sensed the fashion importance of footwear 
worn in Florida this season and have told the story 
in recent issues. The influence of fashion trends 
there discovered may lead to stimulated style appeal 
for all qualities of shoes in the spring and summer 
coming. 

The fact that winter weather has been severe in 
the North may also be a contributing factor in the 
increased interest of the Florida season. Maybe, also, 


turer, and a vigorous influence and authority on the 
shoe and leather industries of England. 

His business paper, The Shoe and Leather Record 
was established in 1886 and Mr. Day’s declaration 
of publishing policy made it a powerful instrument 
of the trade. He declared: 


“In trade journalism, honest work is appre- 
ciated just as it is in any other trade or pro- 
fession. In the long run profits can more cer- 
tainly be made by supplying good boots and 
good leather, than by reducing the quality of 
either. And though scissors may be cheaper 
than glucose and paste less expensive than card- 
board, I prefer to fill the paper with real news 
and original matter, because there is no business 
reason for any other policy.” 


Mr. Day will be remembered not only as a coura- 
geous journalist, but as the skillful and successful 
organizer of the International Shoe and Leather 
Fair, the first of which was held in 1894. 
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it will be a factor in devel- 
oping an early and active 
shoe-selling season this 
summer. 
Spring is riding a fashion 
foot race—new shoe style 
early and often. 


i ll Ba 


A Great 
Journalist 
Passes 


E record the passing 

of a great journalist 
and a loyal and devoted 
servant of the shoe and 
leather industries of Great 
Britain in the death of 
John T. Day founder and 
publisher of The Shoe and 
Leather Record. He was 
in his 72nd year, a son of 
a veteran shoe manufac- 











—Good News— 


The story that you featured about 
my “Using Blackboards to Boost 
Shoe Sales,” must have clicked in 
many merchants’ minds. I am really 
pleased to tell you that I have received 
over 100 letters and from nearly 
every state in the Union asking about 
one thing or another. To reply to 
those inquiries kept me busy. It cer- 
tainly proves that the Recorder is 
read and is a big help to shoe retail- 
ers When so many merchants are in- 
terested in my store and in my 


methods. 
E. S. LAFAYETTE, 
Woonsocket, R. I. 
* * * 

Check, and double check. You were 
kind enough, Mr. Lafayette, to tell our 
editors just how you did business and 
we appreciate it. It naturally threw 
quite a burden on you, as a merchant, 
to dictate over 100 letters to merchants 
inquiring about the operation of your 
store but that’s in line with the spirit 
of fellowship that exists within our in- 
dustry. There is not an industry in 
America that is as intimate and friend- 
ly. Your voluntary cooperation indi- 
cates that you believe in exchanging 
ideas even though the burden of ex- 
change is mostly upon you. We thank 


you. 
St UST 


President. 











ll hn 


The cash register bell 
tolls the death knell of 
many a lost opportunity. 
Sale made, money in the 
till, bell jangles, customer 
departs, never to return. 
And why? Somebody 
blundered. A blunder is 
a crime. Who is the 
criminal in your store? 


x * * 


“I have been handi- 
capped by a lack of edu- 
cation,” said a _ plodder 
who complained of his 
hard life and poor luck. 
With so many night 
schools, correspondence 
courses, libraries and help- 
ing hands extended every- 
where, is it not a pitiful 
excuse to bemoan “lack of 
education” ? 






seca aS" Yommne 






shoes will be. She'll tell you the type of shoe, 

the height of heel, the sort of leather and color 
she’s going to get. There are so many varying elements 
which enter into her selection or thought in picturing 
her next pair that she is not easily influenced by any set 
description or picture of a shoe. 

Often the individual with a mind-picture of the shoe 
she is looking for turns away from the advertisement 
which strives to focus attention upon one type of shoe. 
She’d rather go shopping to find for herself the shoe 
which more nearly fits her pre-conceived notion of style, 
color and use. 

The advertisement which is broad enough to cover a 
range of possibilities—big enough to hold an allure and a 
promise—need not be a page or a half page, two column 
or one column. There is no set size. It need merely be 
big enough to hold words that promise the reader a 
greater possibility of satisfactiion by coming into one’s 
shop. ; 

Pictures bring out the details of a shoe and can only 
interest those whose immediate needs demand that par- 
ticular shoe. That is the practical side of pictures . 
their only side. Words appeal to the imagination . 
lead one into a field of desire in which the mind fashions 
its own image . . . bring one to a point where nothing 
will suffice but physjcal contact, and this latter brings 
folk into the store. 

If you don’t believe in the importance of words, pick 
up a newspaper at hand and see for yourself the fact that 
pictures occupy only from % to % of the space in any 
ad. The rest is words, the biggest part of the ad, and 
because of this the most costly. 

To make three-quarters of the shoe advertising of the 
country hit the mark we have prepared twenty copy 
ideas that our merchants may take out bodily and use 
in their advertising. Here they are: 


A SK any woman you meet what her next pair of 


OUCHED WITH SPRING’S MAGIC—The 
colors that beckon you into our shop are those very 
ones that have thrilled countless in the winter resorts of 
the world. There are a few “discoveries” among our 
fashionable shoes fhat you will pick out for your very 
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Does Your Ad Copy 


HIT the MARK? 


own. Ony a few to be had of certain types and leathers. 
That is what makes frequent visits at this shop so inter- 
esting. Always something new and different. 


“T ’"M AFRAID THAT ISN’T MY SIZE”—That’s 
what one woman said about our styles. They 
really look smaller than the size they are. It’s because 
of the smart shcemaking; the excellence with which 
the lasts are formed to fit the prevailing style lines. If 
you want a dainty foot, come to our shop. 


ATCHY AS THE LATEST SONG HIT !—Every 

style in this shop is set in the fast tempo of to- 
morrow’s style. Puts a snap in your step that spells 
personality and pep. You can buy shoes, but when it 
comes to an accessory that smartens your whole ap- 
pearance it is F-O-O-T-W-E-A-R. That’s what you 
get at this shop. ; 


HROWING SHOES IS AN OLD SUPERSTI- 

TION—It’s an old style for weddings. And styles 
change so quickly these days that last month’s shoes 
almost look as though they could only be used for 
throwing at brides. Each day sees some new arrivals 
at our shop that you ought to see. They will give you 
new ideas . . . thrill you . . . because they are, at the 
minute you see them, being worn by fashionable women 
in the style centers . . . sister models, we mean. 


HE NEW DRESSES “POINT” to SHOES— 
When the hemline of the new skirts stretched itself 
out into “fingers,” Fashion took it unto her proud and 
sensitive self that dresses were making light of shoes, 
and rather than have it said that she favored one of her 
style family more than another she took shoes to her 
heart. 
And you'll see some of Fashion’s darlings right in our 
shop—TODAY. 


SMART SET OF GLOBE-TROTTERS—You 
might meet one of our latest styles tripping along 
at any one of the Mediterranean resorts, along the Rue 
de la Paix, or on our own Fifth Avenue. They are a 
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sophisticated gathering... Their style and their associations speak 
worlds for their social standing. You will feel correctly shod in 
them. 


HEIR EXTERIORS FAIRLY DANCE IN EVENING 

LIGHTS—Shoes that have a personality that fairly vibrates 

. shoes that have grace and movement even though standing 
still. It’s worth a lot more than one actually pays for their shoes 
here to get those qualities in footwear that are so rare. 


ET YOUR FANCY CARRY YOU HERE—Put yourself in 
our shoes. They will bring you to the inner circle of select 
style. Do you desire straps? then here are ones that would delight 
the heart of Cleopatra herseli—leathers to match a gown; then 
the exotic watersnake or lizard skins with their tropical warmth 
of shade and coloring, or even fabric itself borrowed from the 
looms from which come the most exquisite dress materials. 


RINTED FROCK BEWARE!—Do not hold yourself aloof 
from the lowly shoe, for remember the race between the 
tortoise and the hare. Steady application of the shoemaker’s art 
has brought you a close rival in the world of beauty—THIE 
BEAUTIFULLY DESIGNED FABRIC FOOTWEAR. Our 


styles are actually influencing women in their selection of gowns. 


OMEN DO LOVE SHOES—Shoes are like flowers with 
most women—irresistibie. Today a woman comes into our 
shop and buys a pair of beauties. She leaves the shop thrilled to 
here finger tips at the thought of wearing such gems. 
Tomorrow or next day that same woman glimpses a model in 
our windows, fresh from the hands of the designer and she is 
drawn, like steel to the magnet, into our shop for nothing more 
perhaps than to see it on her own foot. Have you ever felt that 
way? If so, this is the shop to come to. You will be thrilled. 
You will not be asked to buy; simply to see how the newest and 
finest footwear becomes your type. 


HE ETERNAL TRIANGLE CROPS UP IN NEW 

FORM —This time it’s what you wear, not what you do. To 
keep out of trouble; to avoid breaking the style law you must 
consult three members of your costume . . . your HAT, BAG 
and SHOES. Will your hat conform to your shoes? Will your 
shoes conform to your bag? Will your bag . . . but, wait! 
Before you become dismayed, you must see the latest footwear 
style now on display here. Your “Ensemble” troubles, if any, 
will fade away. 


ss HAT IS THIS?—A NOAH’S ARK? you'll say as you 

look into our show windows. Bucks, horsehair fabrics, 
sharkskin, lizards, calfskins—the princely members of the animal 
kingdom bow to the feet of the queen, Femininity. Shopping for 
footwear never was so entertaining as at our shop today. You will 
enjoy your visit here. Don’t delay. 


RE YOU TAKING ON A SMART DIGNITY ?—They 
say frivolity is giving way to dignified richness. It is so. 
You'll notice the difference in the new shoe. They are patrician 
in their slenderness. They are genteel—the patterns are more 
delicate, the straps are daintier, if possible. Have you seen our 
[TURN TO PAGE 102, PLEASE] 
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What's the really vital thing 
in retail shoe advertising? 
Is it the illustration which 
catches the eye? 

Is it the layout, which ap- 
peals to the reader’s sense of 
proportion and balance? 

Is it the type, which lends 
character to the ad? 

Is it the ornamental treat- 
ment, which dresses it up? 
Here’s an article that 
goes back to first princi- 
ples and maintains that 

the most important factor 

is none of these things, 

but rather the copy, 
which actually brings 
readers into the store 

and SELLS THE 
SHOES, with twenty 

copy ideas to prove 

the point. 














Let’s Look Into 


Shoe Windows 


And see what makes them effective 
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1 

A mirror is an emblem of vanity. 
It was put into this window, not for 
the customer’s reflection but to im- 
ply that the shoes had vanity appeal. 
Blot out the mirror and the display 
is just another collection of shoes. 


The use of the torchiere was to 
arrest attention. An _ illuminated 
fixture catches the eye of the passer- 
by. The long line of the standard 
has the added effect of giving length 
to the display, something to strive 
for because most shoe displays are 
squat. 


The metal triangle becomes a bor- 
der of a special shoe. It serves the 
same purpose as a frame around a 
picture in focusing the eye upon the 
Shoe itself. This is particularly 
effective in this case because the 
stand has a series of squares. 


The double circle is a novelty. 
It is also used to hold the eye so 
that the customer sees that specific 
shoe rather than the window full. 
In bright shiny metal, it becomes a 
bull’s eye in attention getting. 


The use of the cut-out wooden 
letter supplies the mechanical inter- 
est in this window display. The 
words are cut out of wood and their 
use as a signboard is very effective. 
Try and see how many ways you 
can rearrange this window. 





The most effective way to show shoes so that at the 
first glance the passerby is pleased by the display and then 
draws closer and looks at each and every shoe—is un- 
doubtedly through the building of steps, for the eye pro- 
gresses from the bottom to the top and is unaware of the 
fact that it is being led from shoe to shoe. 
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It is possible in a modest little 
shoe store to get many aids to display 
by the use of a number of tricks 
that are not evident to the public. 
For example, the glass valance in 
color at the top of the Haney Shoe 
Store of Lincoln, Neb., softens the 
reflected light that goes back into 
the store. 


The passerby can look into the 
shoe store itself because there is no 
background other than the glass lat- 
tice fence. This is an economy in 
electricity for the store interior. 


The side mirror, the full width of 
the window-box, has the effect of in- 
creasing the display, for the passer- 
by sees the shoe, front and back. In 
a small window-box, it is very effec- 
tive—enlarging the window 100 per 
cent. 


Because the majority of windows 
are built entirely too low for shoe 
display, the window floor is raised 
eight inches and beveled glass signs 
within the window advertises the 
store’s name. 


TUDY your windows to find the effect each and 

every display has on the passerby. There are cer- 
tain tricks in window display that have been known to 
increase the effectiveness of a window as a selling agent. 
The merchant with a small store can do wonders if he 
will only study the window first from the viewpoint of 
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the passerby, second its attention holding, and third its 
selling action that leads the customer into the store it- 
self. Just an attractive window, without a message that 
translates itself inte dollars, is time and effort wasted. 
Make the window pay. Change it daily if you can— 
weekly, if you must—but never let it linger too long. 





cra 


2 


ADVENTURES IN. 


Is the customer always right ? 


Should the salesman insist upon his 
own idea of fitting, or 


Should he yield to the customer's 
preference ? 


When is a shoe merchant warranted in 
turning a complaint down flat? 


Mr. French answers in this week’s 
installment on 


COMPLAINTS 


from the 
Customer’s 


Viewpoint 


said Charley Bowman to his father, “the thing 

that impresses me is the extreme unfairness of 
the whole system. The mean, unreasonable customers 
get the most. The easy-going, good-natured ones get 
the least, and yet theirs is the trade we really want to 
keep.” 

“Yes, it does seem unfair. Didn’t they teach you 
any remedy for that at business college?” asked Jim Bow- 
man, with a twinkle in his eye. 

“No, but they did insist that all customers should be 
treated alike. Just as we have one price to all, so we 
should have the same adjustments for all. I propose 
that we make a list of all possible complaints and estab- 
lish a uniform policy on each.” 

“For instance,” Charley went on, “here’s a light kid 
shoe on which our shoemaker got a little grease spot. 
See it? If the customer kicks hard enough we'll give 


‘S INCE I have been taking care of the complaints,” 


- 
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her a new pair of shoes. But if she doesn’t complain at 
all we don’t give her anything. Such unfair treatment 
should not be tolerated in a store like Bowman & Son’s.” 

“You're mistaken, Charley. That’s the only fair way 
there is.” 

Charley’s jaw dropped, but his father continued: 
“To one woman that little spot would make the shoe 
absolutely unwearable. She would never be happy with 
it at any price. Therefore it is a total loss to her and 
she is entitled to a new pair of shoes. Another woman, 
however, would be only mildly annoyed by a spot like 
that. If you gave her a two-dollar allowance she would 
be immensely pleased. She would feel kindly toward the 
store and would enjoy the shoe more than ever, consider- 
ing them a bargain. 

“A third woman might never even see that spot. Or 
if she did, would dismiss it from her, mind as of no 
consequence. She is not entitled to any adjustment be- 
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cause the spot did not reduce the usefulness of the shoe 
to her.” 

“Really, Dad, that sounds like a peculiar twist to the 
theory that the customer is always right.” 

“Call it what you will, son, but I’m very serious about 
this. Adjustments should be made upon the basis of 
the damage done to the customer’s happiness, not the 
damage done to the shoe. 


7 ERE’S another angle to that. We had promised 

faithfully to resole a man’s shoes and deliver 
them promptly at twelve. When noon came the job was 
only half done. The customer had nothing else to wear 
and he was making the twelve twenty train. Without 
doubt he was entitled to a pair of shoes of equal worth, 
paying only for what wear he had had out of the old pair. 
However, if he had wanted them at noon only because 
they were a trfle more comfortable than his other shoes, 
he would not have been entitled to any adjustment what- 
ever, merely an apology.” 

“That’s going pretty far, Dad. Seems to me you 
favor letting the customer make the adjustment rather 
than ourselves.” 

“Not at all, my boy. You, in the capacity of com- 
plaint man (I hate that word ‘complaint man’), you must 
act as judge. But your decisions must be from the cus- 
tomer’s standpoint. A small fault on our part may be 
of great consequence to the customer. And on the con- 
trary we might make a big mistake that would be im- 
material to the customer.” 

While Charley Bowman respected his father’s opinion 
he was still unconvinced. “What you say sounds rea- 
sonable—partly—but it certainly isn’t treating every- 
body alike, which we must admit is the only right way. 
It’s giving one person a lot because he asks for a lot 
and giving another nothing because he asks for nothing. 
No justice there.” 

“Well, Charley, let’s try to apply the same principle 
to complaints on fitting,” Jim Bowman began again. 

“Yes, I have more trouble with misfits than any other 
complaint,” Charley exclaimed. “It’s got to stop!” 

“Right you are! But suppose three women come in 
this afternoon with exactly the same misfit—let’s say 
the shoe is plainly too short. The first one complains 
the shoe is misfitted, you agree and call one of the boys 
to fit her in a longer pair free.” 

“That’s justice, all right.” 

“But suppose the second woman says they are the 
most comfortable shoes she ever had and she wants an- 
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MERCHANDISING 





By 
MURRAY C. FRENCH 


cAre you reading this 
practical series of articles 
covering fundamental 
problems in shoe store 
operation ? 


They will help you to be 


a more successful mer- 


chant in 1930. 


7 


other pair fitted just like these that you know are too 
short.” 

“I’d try to sell her a longer pair.” 

“Surely, but you wouldn’t insist on giving them te 
her as you did to the first woman, would you? Then 
suppose the third customer complains on the fit and 
when you offer to give her a longer pair she flares up 
and says, ‘Why, man, these are too long already! 
That’s what I’m complaining about!’ ”’ 
sie E ought to let a fool like that buy her shoes 

somewhere else,” said Charley, indignantly. 
“Not at all! Her money is just as good as anybody 
else’s. And she'll boost for the store that gives her the 
kind of fit she wants regardless of whether or not it’s 
what we think is correct. So you see that there is no 
way of reducing complaints to a uniform basis. They 
must be adjusted according to the way the customer 
feels about it rather than the way we feel about it.” 

“But, Dad, it’s our moral duty to fit customers the 
way they should be fitted. We have studied feet and 
know more about it than they do.” 

“Charley, lots of shoe men won’t agree with my views 
on that subject and it’s really a little hard to explain 
them clearly. But they are very vital to the proper ad- 
justment of complaints on fitting. So here goes! Ne 
matter how much a salesman studies, all he can know is 

[TURN TO PAGE 79, PLEASE] 













The Ears Have It 


But the retailer must do his bit 
to cash in on radio advertising 


come into its own as an accepted advertising me- 

dium. The shoe industry has not failed to recog- 
nize its value or to take advantage of the possibilities it 
offers in making men, women and children footwear 
conscious. Shoe manufacturers have gone on the air 
with their advertising messages, which they have 
coupled with programs of entertainggent costing many 
thousands of dollars to cap- 
ture the interest of the mil- 
lions of potential customers 
who constitute the unseen 
audience. 

Some of these manufac- 
turers are highly enthusiastic 
over the results they have ac- 
complished and are accom- 
plishing through radio. Some 
frankly admit that they have 
been disappointed. The fact 
remains that radio is today 
and will doubtless continue to 
be one of the great media of 
i publicity available to influence 
consumers of merchandise in 
their choice of products. If 
shoes are to hold ther place 
in the sun of popular atten- 
tion against the competition 
of other products, the shoe 
manufacturer and the shoe 
merchant must recognize the 
power of radio and carefully 
study the most effective ways 
of making it serve their pur- 


pose. 
In addition to the shoe 


I: the brief space of a few short years, radio has 


manufacturers whose programs are being broadcast over 
the great national hook-ups maintained by Columbia and 
the National Broadcasting Co., there are others making 
more limited but none the less effective use of radio in 
certain localities which they desire especially to reach. 
Retail chain store organizations are doing the same, con- 
centrating their radio advertising in the territories served 
by their stores. And scores of individual retail shoe 
stores are employing the facilities of local stations to 
broadcast an advertising message to the people of their 
communities and the country round about. One retail 
shoe store, at least, Dobyn’s of Long Beach, Cal., 
operates its own radio station. 


HAT does it all mean to the average retail shoe 

merchant? If he is making direct individual use of 
radio, he is doubtless in a position to answer for himself. 
If he has a competitor who is using it while he isn’t, it 
means certainly that he must increase his publicity in 
some direction to offset the advantage his competitor is 
gaining. If he happens to sell a line of shoes that is 
being advertised nationally or in his territory through 
the manufacturer’s radio broadcast, it means that he 
should be cashing in locally on the investment and the 
appropriation which the manufacturer is making. If he 
is not, then it is most decidedly up to him to discover 
why not. : 

One of the big wastes in national consumer advertising 
of all sorts results from the failure of retail merchants 
selling the particular brand of merchandise advertised 
to tie in their local advertising and window displays 
with the national campaign of the manufacturer. Re- 
tailers seem to take it for granted that the consumer, 
whose interest is aroused through national advertising to 
the extent that he is willing to give the advertised prod- 
uct a trial will know where it can be bought. 

[TURN TO PAGE 79, PLEASE] 
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Novel Ideas 


in 


Beach Footwear 


Diversity of Materials and Patterns, Some of 
Them Quite Extreme, in Evidence at Southern 


Resorts 





Mary Nowitzky designed this ingenious beach sandal 
of green kid combined with cork. 


T 
d N extraordinary variety of new types of beach terials in combination with leather are also being em- 
g F A sandals and other styles of footwear for beach- ployed on an extensive scale. 
n \| wear is to be seen this season at Palm Beach, Women, apparently, have decided that beach foot- 
L. ti Miami Beach and other Southern resorts. Designers wear is not a mere utilitarian necessity, but an object 
- ; of this class of footwear have apparently given free rein of fashion deserving of careful consideration and the 
d to their imagination, and while some of the resultant exercise of real ingenuity in style origination. In this 
e creations are extreme almost to the point of being they are aided and abetted by manufacturers and de- 
°) grotesque, others are pleasing and practical, while many signers, who vie with one another in bringing out new 
r are even artistic. designs and patterns. The diversified styles and the 
1 Judging from developments along this line at the new and effective color ensembles of today make re- 
Southern beaches, it is a fair assumption that beach tailers as well as the creators of beach footwear alert 
_ footwear will come in for a lot of attention next sum- for that extra sale. The growing popularity of beach 
! mer at every seaside and fresh water resort where overalls, lounging blankets, beach turbans and bathing 
2 4 bathing is a popular pastime. Conventional types of bags contribute to the demand for new types of beach 
f ) beach footwear are giving way to an amazing variety footwear. These high style creations belong distinctively 
, ' of types and patterns. Rubber footwear manufacturers in the category of luxury merchandise and as such they 
t have taken the lead in this offer a real profit opportunity for the merchant. 





movement and _ contrived 
new designs and patterns 
that are most appealing. 
Cork, duck and other ma- 


Two-toned green bath- 
ing shoes piped in 
white. The deep green 
trim and foxing is car- 
ried out in the small 
rubber buttons with 
imitation shoe _ lace. 
The heel seat is fin- 
ished in white rubber, 
appliqued diagonally. 





Alpargata type in awning striped duck 
vamp. The sole is made of small sec- 
tions of light weight wood, run through 
with a metal cable—between these sec- 
tions rubber washers are used. The 
shoe is very light and comfortable. 













Bud green mule, trimmed with gold. 
Snuffed alligator is used for the anklet 
which is lined with bright red gros- 
grain silk. The stays are left for ad- 
justment. 
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Z aay 
Ls, S.. is an intensely style- 


American girl who has j 
footwear. She is an eager, 
beted i in millions. She is 







1 person... this 
$5.00 to spend for her 
quent buyer. She is num- 
ersistent window shopper. 
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s are deliberately styled and 


These Brownbit s 
to arrest her attention, win her 


_Yapidly merchandis 
_ admiration . 


i / Then, ite sh¢ fealizes that she has also received a 
Aitherto unknow degree of quality and comfort, her 


“You Don’t Have to / 


be Rich to be Stylish” / 


This frequently rg % 

peated slogan of dur oe tiie, se 
radio broadcast, /and 
the unique manner in 
which the announce- 
ments direct/ listeners 
to the stores, backed by 
these shoeé in the win- 
dow spells volume and 
profits’ for: Brownbii 
retailers. 


pages 


-we illustrate part of the spying line, 
which is prettier and peppier than ever. 
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Texas Affiliates with National 


Interesting Sidelights on Advance Style 


Trend Revealed at Houston Convention 


By GEORGE E. GAYOU 


Associate Editor, Boot and Shoe Recorder 


OUSTON,. TEX.—The 

vigor and interest dis- 

played at every previous con- 

vention of the Texas-Okla- 

homa Shoe Retailers Associa- 

tion was again in evidence at 

Houston this week, when the 

shoe merchants of the dual 

States met at the Rice Hotel. 

The business sessions got 

under way Monday noon 

after an invocation and an 

address of welcome by 

Mayor Walter E. Monteith. Responses were given by 
Carl Mueller, president of the Texas Association; A. C. 


Ludlum, president Southwestern Travelers Association 
and Everett Krueger in behalf of the Oklahoma Re- 
tailers Association, after which James H. Stone, man- 
ager of the National Shoe Retailers Association, 
delivered a serious address on the importance and value 
of associations. Mr. Stone stressed the service rendered 
by the national organization and its value to retail shoe 
merchants. More important was his message urging 
merchants to get a profit, this being the duty of every 
retailer as revealed by Dr. Julius Klein in his recent 
address before the N. S. R. A. convention in St. Louis. 
Manager Stone presented definite facts assuring busi- 
ness of a normal trend during 1930. 

Texas and its style program holds particular interest 
for the North in that it senses the trend sixty days 
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T-730—Brownt# patent leather Crystal 
Pump. Has Black Calf trimming. The 
spike heel is 2% inch covered wood. 
Imitation Turn, Flash Last. AA 5-8; 
A 4-8; B 3-8. Price, $3.15. 
T-731—Same in Suntan, $3.35. 
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earlier because of an advanced spring season. Due to a 
complex style situation, W. A. Harris of Washer Bros., 
Fort Worth, announced that the usual style report had 
been abandoned and in its place Madame Hamilton 
Jeffries, fashion editor of Boor AND SHOE RECORDER, 
would present the style trend for spring. 

Madame Jeffries predicted that a vogue for reptiles, 
light beiges and black dull kid would be outstanding 
through the season up to Easter. After Easter she 
believes light beiges, white, pastels and black will be 
pronounced. In very high styles brown shoes will be 
worn as accents for light costumes. An almost unani- 
mous acceptance was voiced at the style forum for beige 
clair trimmed in brown, for smocking and punched hole 
types. Shoes of this character are expected to run from 
volume grades into the high style field. Large operators 
expressed a preference for fabrics as a mid-season note, 
with linen in neutral and white a pronounced first choice. 
Tinting of these materials assumes an important role in 
complementing the color of the garment. 

The elegance of smart combinations in sport shoes was 
observed in all grades, losing nothing of its caste in the 
range of prices from $6 to $16 at retail. The base is 
white calf, nubuck, buck or white suede, while the com- 
plementary trimmings are either chocolate-brown, beige, 
black or the accepted tan of last season’s popularity. 
Trimmings of the wing tips and quarter are usually of 


plain and glace calf, the latter being used extensively. 

Heels shared importance in the discussions with colors 
and material. They are perceptibly higher and reveal 
a straighter swing in accordance with the narrower last. 
Texas lasts are not the types adopted in the East but are 
modified and expressed more definitely in higher grade 
merchandise. In the $5 and $6 range there is still a 
demand for some rounded toes. A further development 
is noted in a tendency toward close couple arches on 
pumps to give a more diminutive proportion to the foot. 
The heel heights range from twenty to twenty-three 
eighths. 

The Southwestern Shoe Travelers Association elected 
the following officers Monday: E. H. Bob Moody, San 
Antonio, president ; L. O. Cobler, Dallas, vice-president ; 
W. T. Mitchell, San Antonio, secretary-treasurer. The 
executive committee for one year term consists of Leo 
Baker and W. M. Hootkins ; two year term, L. M. Busby, 
Brownwood, Tex.; E. C. Keleher, San Antonio. 

Kenneth Dameron, professor of economics in Rice 
Institute, Houston, gave an unusual talk Tuesday on 
“Recent Economic Changes in Retailing.” At one time 
a buyer of footwear in his father’s store, he discussed 


problems of the business in an intimate manner. He said 


in part: 
“One of the most important external changes taking 
place in retail business which I recommend for your very 
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serious consideration is the consumer interest in fashion. 
If there was ever a time in the history of retailing when 
fashions were becoming important and when an oppor- 
tunity to merchandise fashion and profit was present it 
is today. Study and work out the fashion trend or 
demand in your community because it furnishes an 
opportunity for greater turnover, for greater profit and 
in many respects for greater stabilization of the shoe 
business. 

“Tf there is any phase of retail distribution which has 
been inefficient and ineffective it is the matter of selling. 
It is difficult to get the average salesman to operate in 
any other than the capacity of a clerk. For example the 
matter of explaining price differences, scientific fitting, 
the matter of creating values in the mind of the con- 
sumer are things which are something foreign to our 
salesmen. And so it is we are paying for high priced 
clerks to wait on trade instead of salesmen who are 
employed to create values in the minds of the consumers, 
show their intelligence of proper fitting and to balance 
the customer’s shoe wardrobe with the rest of his cloth- 
ing. 

All officers and directors of the Texas association were 
reelected as follows: 

Carl H. Mueller, Austin, president; Walter B. Taylor, 
Fort Worth, secretary-treasurer; C. H. Reed, Abilene, 
first vice-president; C. M. Selby, Dallas, second vice- 





president; W. A. Harris, Fort Worth, third vice-presi- 
dent ; T. M. Scoggins, Houston, fourth vice-president. 

Board of Directors, two years—H. L. Davis, Waco; 
L. E. Langston, Fort Worth; H. F. Sanderford, Wichita 
Falls; L. F. Tuffly, Houston; H. F. Volk, Dallas. One 
year—R. C. Mynatt, Dallas; W. A. Harris, Fort Worth; 
W. P. Barnes, Abilene; Harry Wheeler, Waco; Ed. 
Easton, Dallas. Three years—C. M. Selby, Dallas; 
W. H. Warnash, Brenham; George Baum, Corsicana ; 
R. D. Chastain, Beaumont; Dred Whiddon, Dallas. 

Fort Worth was chosen as the 1931 convention city. 

The ladies were entertained by a committee of Houston 
women headed by Mrs. L. H. Tuffly. 

Judge Chester H. Bryan, vice-president of the Federal 
Trust Company, Houston, at the final business luncheon 
meeting on Wednesday declared the detrimental effect 
of chain store business is its stifling of the ambitions of 
young men who are limited in their goal of advancement 
in the field. The business outlook for 1930 in this 
territory was predicted to be better than in other sections 
of the country. Reasonable crops with improved prices 
should tend to produce a good year, he stated. 

Ernest Burrill outlined the spring style picture affect- 
ing men’s footwear, forecasting an improvement in this 
end of the business, particularly for sports wear. In the 
discussion that followed, T. M. Scoggins, buyer of men’s 
shoes for Krupp and Tuffly, Inc., of Houston, predicted 
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Spring Catalog 


of Brownbit Shoes for 
men, women and chil- 
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Write for your copy. 








e 
T-712—Brownt Patent Leather 
Diana Bow Pump. Has a 1% 
inch covered wood box heel. 
Imitation Turn over the Glow 
Last. AA 5-8; A 4-8; B 3-8; 
C 2%-8. Price, $3.15. 
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an equal division of sports shoes compared with sales of 
general footwear. Figures presented indicated an in- 
creased anticipation of 40 per cent demand above last 
year’s sales. Woven vamps, saddles or side patterns 
will be 25 per cent of the sport shoe volume it was re- 
ported. 

C. M. Selby, buyer for Volk Bros., Dallas, reported a 
fifty-fifty buying program between white and brown 
and white and black, with some patterns played with 
a beige base and darker brown trim of tip and back 
part. Ninety-five per cent of the bottoms will be leather 
it was forecast, this being an interesting style note of 
the discussion. It was predicted that 80 per cent of 
sport shoes bought would be worn as street sport shoes 
and not a shoe for the occasion demand by country club 
atmosphere. Golf shoes were recognized as being only 
5 per cent of the demand. 

C. H. Reed, of Abilene, however, anticipates this golf 
volume as 20 per cent because of a careful merchandise 
program on golf shoes. 

Miss Ruth H. Kerr of the Calf Tanners Association in 
her discussion revealed interesting sidelights on dress 
styles and the proper footwear complement required. 

The changing of the name Texas-Oklahoma Shoe 
Retailers Association to that of the N. S. R. A. Texas 
Shoe Retailers Association was a radical departure for 
the Southwest organization. This was accomplished by 
the following resolution by C. H. Selby of Dallas: 





“Resolved that the Texas Shoe Retailers Association 
accept and adopt the plan of regional affiliation by which 
this association will be known as the N. S. R. A. Texas 
Shoe Retailers Regional Association, under which plan 
it is proposed that all members by the payment of one 
membership fee shall become members in good standing 
of both the Texas and the National Association. 

“That membership fees shall be paid to the National ; 
that the National shall appropriate for the use of the 
Texas regional such sum of money as may be reasonably 
required to increase the activities of the state regional, 
so that it may be possible to render still more service to 
its members and provide all members with the manifold 
benefits of membership in the National and, further, that 
the Regional plan permits the Texas association to con- 
tinue to have its officers and continue to exercise all 
freedom of action in the future as it has in the past but 
with the added advantage of a paid secretary working 
on part or full time, in order that this office may func- 
tion constructively and actively throughout the year in 
promoting the interests of all members.” 

A similar arrangement was recommended to the Okla- 
homa Shoe Retailers Association which when adopted 
would again merge the two associations as they have 
been in the past. A banquet Wednesday night at which 
Judge Ewing Boyd and Frank Carothers of Houston 
were the principal speakers concluded convention 


activities. 
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To thousands of retailers, this Brownbi line has shown the 
way to volume sales, quick turnover and steady profits. 
They depend entirely upon this line for all the shoes they 
play at this popular price. 

The wholesale price of $3.15 allows them a very satisfac- 
tory mark-up. The fast styling always lets them show some- 
thing new. The in-stock service keeps their inventory at a 
minimum. The shoe business is admittedly a fast game today. 
It has its hazards. But the speed, the constant change, the 
very hazards of the business create some wonderful profit 
opportunities for those retailers who can keep apace and steer 
clear of the hazards. 

The pace of the style-demand will never be too fast for you, 
and you can avoid its hazards by depending entirely on this 
Brownbit line for all your $5.00 retailers. 


Order today, or ask to have our salesman call. The New Spring 
Catalog of Brown! shoes, will soon be ready. Write for it. 


Www, Danoe Goungasng 
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Menihan—IN STOCK— Menihan 


“TGOODYEAR WELT 
“BELGRADE” “BELGRADE” 
“mag Ek with Cork Eik GOODYEAR WELT 


$4.85 
B-380—-White Elk with Brown 


B-382—Cork Elk with Bunny Elk 
Trim 4.85 


Crepe Sole and Spring Heel 


MENIHAN 
GOODYEAR 
WELTS 





“MARATHON” 
GOODYEAR WELT 


Solid 
B-334—Tan Calf 








19/8 
B-335—Black Silk Moir - $5.00 
B-336—White Silk Moire “Suit: 
able for Tinting 5.2 


“REGENT” “REGENT” “CLARE” 
Special Process Special Process Special Process 
eye ee Median! Round Toe —— 

B-352—Brown Kid B-385—Suntan Kid B-555—White Kid 
B-170—Imported White Crepe B-388—Black Calf (Lt. Wet.) Hy 33 
pn od suitable for tinting any as 





B- 19¢—-Biecs Satin 

B-175—Patent Leather 

B-176—Black Calf (Lt. Wet.) 4.35 
Nu Mode Process Terms Net 30 Days “VONNY” 


B-180—Mat Kid y Special Process 
B-345—White Kid Twenty-five cents additional for 19/8 Heel 
é orders of less than three pairs. B-333—Imported White Silk 


THE MENIHAN COMPANY 


In-Stock Department 
Cleveland Office 


ROCHESTER, N. Y., U. S. A. 
‘anwer Hore. Makers of Menihan Arch-Aid Shoes =r. a 


W. A. BARNEY 
Chicago Office New York Office New England Office San Francisco Office Los Angeles Office Detroit Office 

Masnene + peal 846 MARBRIDGE BLDG. recone af Ome Piaza Hore. 111 East 8TH §r. Derrorr-LeELaNnp Hore. 
¥. J, SATEK B. W. MOYLAN NORTHAMPTON, MAss. H. 8. KUSHINS ©. B& VAN DE GRIFT ©. G. SBLLERS 














ELLIOTT LA MONTAGNB 


See page 88 for additional Menihan In-Stock Styles 
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BUILDING A CHILDREN’S 
SHOE BUSINESS 
From the “Red Arrow’’ line of children’s 


shoes—Made of TOLCO Calf, Whippet col a i , 2 8 
LIDO SAND | Buckle Strap; trim of Baby ioe Grain, requires many factors, but none so 
Tuf-Wear Sole, rubber heel. Price $2.25. important as the foundation of quality. 
BEIGE CLAIR Weptans S*go, Mts. Co. Our sturdy youngsters put more wear 
SUNTAN BEIGE : . gee : : 
into six weeks than their elders do in 
pom BROWN six months. Their mothers, therefore, 
want quality. 


TROPICAL TAN 
VENETIAN PURPLE, TOLCO light weight calf has durability, shape- 


RIVIERA BLUE, holding non-scuffing features that enhance the 


NAUTICAL BLUE sales value of footwear. 
CORRIDA RED a In the wear, it is mellow and has a depth of 


HAMPTON GREEN Y/ color tone that gives each shoe the desired 


YY, . background for style of pattern or fine work- 
ccm \S —" 


TANGIER TOLCO Calf fits into any price range. A list of 
manufacturers using it for children’s—also 
women’s—footwear, will be supplied on request. 





Uo i Sccanlcaoed aa 


ON ain aces Sis hepa 


oh het 

















SPA Bi Wicd aad 


Spring Color swatches may be had 
for the asking. 
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DU 351—Pat. One Strap— 


KK Sole to 11, Oak Bend Sole 
Jr. and Sr. Misses 


5/8 C-D 8%/11 C-D 

$1.85 $2.15 

1144/2 B-C-D 2%/7 A-B-C-D 
a2.50 $3.00 








Oxford, Oak Bend Sole 


GJ 1063—Black Calf Ox. 


as above 


GJ 365—Pat. Lea. Ox. 


as above 
8%/11 C-D 
$2.35 $2.75 





FO 363—Pat. with Black 


Calf trim, Oak Bend Sole 


8%4/11 C-D 11%/2 B-C-D 
$2.15 $2.50 


GJ 31523—RBrown Calf Sport 


11%/2 B-C-D 





LK 2951—Pat. Side Buckle 
One Strap, Oak Bend Sole 
8%/11 C-D 114%/2 } ed 


2% /8 A-B-C-D- 
83.00 





DN 351—Pat. Colonial—Oak 
Bend Sole 
8%4/11 CD 11%/2 B-C-D 
$2.15 $2.50 


EF 8451—Brown Elk un- 
lined, Damp-proof Oak Sole 
5/8 C-D 8%4/11 C-D 
$1.85 2.15 
11%4/2 B-C-D 
$2.50 





Vv es ae and Lt. Smoke 


Elk. K. K. soles on. Inf. and 
Chi. Rajah Crepe on Jr. and 
Sr. Misses 
5/8 C-D 8%/11l CD 

1.85 


* 2. 
11%/2 B-C-D 2%/8 A-B-C-D 
4e 50 ‘e300 


HJ 4153—Lt. Smoke Elk, 
Tan Eric Calf trim-—Rajah 
Crepe Sole 
2%4/8 A-B-C-D 
$3.25 


CB 5557—Tan Calf Sport 
Oxford, Korry Krome Sole 
8%/11 D 11%/2 D 
$2.35 $2.75 





256—Suntan Elk with Prado 
Brown Calf trim—Rajah Gum 
Crepe Sole—11/8 heel. 


2% /8 A-B-C-D 
$3.25 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Feb. 15, 1930 










GT 353—Pat. with Blk. Liz. 
trim center buckle. Oak Bend 


Sole 
8%/1l C-D 
$2.15 $2.50 





BV 1301—Pat. Tie — Oak 
Bend Sole 

5/8 D 8%/11D 11%/2D 

$1.85 $2.15 $2.50 





LH 9551—wWhite Elk venti- 
lated oxford, —* Airway 
ole 


‘ /8 A-B-C-D 
- $3.25 


11%/2 B-O-D 
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{ ER 8451—Brown Elk Moc. 


Smoke Elk, 


A 4151—Light A 351—Pat. Blu. 

me } Boot, Lined, - ateaee Oak Flex. K. K. Sole K. K. Sole 
5/8 C-D 8%/11 C-D A 8451—Brown Elk as above A 1051—Bik. Calf 

F $1.95 $2.25 A 9551—White Elk as above K. K. Sole 


A 351—Pat. Lea. as above 


2/5 Little Infants D width Sele 
$1.60 


5/8 C-D 
$1.95 


. 





wi ey 


| Always 
In-Stock 


















KF 2351—Brown Bik 


‘“‘Mountain Lodge”’ 


outdoor, seouting or hiking 
boot. Overweight oak Bend 
Sole — Moccasin Last — Stock 
Tongue. 
2%4/8 B-C-D 
$4.75 


HK 9553—White Elk Black 
Calf trim; Rajah Crepe Sole 
2%/8 D width only 
$3.25 
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LANCASTER SHOE CoO. 


UVENILE WELT 
? 


The complete Skeezix in-stock line for Spring is illus- 
trated on these two pages. In back of every one of the 
twenty-two models shown are those unvarying standards 
of quality and service which have made Skeezix a profit 
buy-word to hundreds of merchants— 


Selected materials nationally known for their merits— 
A workmanship that is sincere and rigidly supervised— 
Lasts designed to meet nature’s requirements— 
Patterns which reflect modern modes in adult foot- 
wear— 

A policy permitting no skimping of materials or service. 


Our “In-Stock” department is brimful of these timely 
styles, in every size and width described. It is our inten- 
tion always to keep it so. 

We urge you to test 
this feature of Skeezix 
service, knowing that 
we have pledged our 
every resource to 
make this department 
as near one hundred 
per cent perfect as is 
physically possible. 





LM 2351—Brown Elk 
‘Mountain Lodge’’ outdoor, 
scouting or hiking oxford— 
Overweight Oak Bend Sole— 
Moccasin Last. 
2%/8 B-C-D 
$3.00 





Elk with White 


257— White 
Liz. Underlay Apron—Bear- 
foot Airway Sole—10/8 heel 
2%/8 A-B-C-D 
$3.25 


LN 3159—Brown Calf Sport 
Ox. Rajah Crepe Sole 


11%/2 B-CD 2%/8 A-B-C-D 
$2.75 $3.25 
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A 8451—Br. Elk Boot K. K. 


8%/11 C-D 
$2.25 































L 351—Pat. Blu. Oxford 


K. K. Sole 
L 2351—Brown Elk as above 
L 1051—Bik. Calf as above 


L 4151—Lt. Smoke as above 
5/8 C-D 8%/11 C-D 
$1.85 $2.15 


‘a 
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ELIZABETHTOWN, PA. 









This is the Ankle Hi Fairy Form closed-top model which 
sells for $2.25 a pair. Open-top model is $1.75 a pair. 


Let Fairy Forms 
Help You Sell Shoes 


F you are looking for something 

that will give a touch of smartness 
to your displays, you will find it in 
Fairy Forms. 

The Ankle Hi model shown above 
is an attractive flesh-tinted Fairy 
Form which contrasts strikingly with 
dark leathers, enhancing the beauty 
of strap models. It fits any 4-B shoe. 
An adjustable cross-bar provides for 
differences in shoe widths. 

The model shown at the left is our 
Calf Hi Fairy Form—a_ universal 
favorite for displaying hosiery alone 
or in combination with shoes. It fits 
any 4-B shoe and is weighted in the 
toe to stand anywhere without sup- 
ports. This is but one of the eight 
Hosiery Form models in the Fairy 
Form Family. 

Fairy Forms are made of strong and sup- 
ple Fairylite which lasts for years and can 


be washed without injury. Order from your 
jobber or direct from us. 


SHOE FORM CO., INC. 
Auburn, New York 


United Last Company, Ltd., Montreal, Canada 
Excel-Fairy Form Company, E. Saugus, Mass. 





The Calf Hi 

Fairy Form 

sells at $4.50 
a pair 





SHOPPERS STOP 


to look at Your Merchandise 
if it is Displayed in a 











Why not take advantage of that un- 
productive floor space outside your 
door and install there a Silent Sales- 
man Outside Display Case—filled 


with your leaders — for every 


passerby to see? This aggressive 
method of attracting business will 
bring hundreds of new customers 
into your store. Investigate. Write 


us TODAY. 


DETROIT SHOW CASE CO. 





1670 W. Fort Street “Detroit, Michigan 


Boot AND SHOB RECORDER 
combining THe SHOB RETAILER, Feb. 15, 1930 













































ee ee ee 


Rh i BN NIT 


iy 






















Ly 








WHITE KID SHOES 


are first choice at Palm 
Beach ~~» » -»~ » 


They will be worn everywhere 


this summer because of the 


SUNTAN VOGUE 





| 8 cAmalgamated Leather Companies, Inc. 
eB 


Offices:319 Arch Street Philadelphia ~ Factories :Wilmington;Del. 
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There 


must be 


why 7 leading footwear makers 


choose Talon Slide Fasteners! 


Ther ear e! TalonSlideFasteners werethe 
first method of fastening togive rubber footwear 
that now familiar smart, tailored appearance... 
thatglove-like fit. Moreover, Talons fasten light- 
ning-quick. They’re dependable. And TALONS 
are GUARANTEED . .. without reservation. 

Talon Slide Fasteners are the ideal fastening 
on an overshoe that must be exposed to rain, 
snow, and slush. They have been successfully 
subjected to the United States Government 
fresh water and salt water tests and are def- 
initely and permanently rust-proof. 


TA L @] N THE ORIGINAL SLIDE FASTENER- The Hookless Fastener 


" Reg. U.S. Pat. Off. 


Another point. Tell your customers about the 
comfortable flexibility of Talon-fastened over- 
shoes. No matter whether the instep be high 
or low, a Talon Slide Fastener readily moulds 
itself to the instep profile. 

And the strongest proof of all, a proof that 
confirms the rubber footwear maker’s judg- 
ment in choosing Talon Slide Fasteners, is the 
rapidly increasing sales of Talon-fastened foot- 
wear every year in spite of the fact that slide- 
fastened footwear must be higher in price than 
footwear with the old method of fastening. 
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GIVE MEA SH 


It takes leather like that—leather that’s vegetable-tanned—to get a brilliant, 


INE Zke That / 





lasting polish after months of wear. 


Gallun vegetable-tanned leathers grow old gracefully. They have a surface 
texture that’s smooth and dense. After long service they shine like new 
and hold the lustre. Few style factors are so important to the shoe 


customer. 


A. F. GALLUN & SONS CORP., Milwaukee, Wis. 


GALLUN LEATHERS 


ALWAYS STANDARDS 
OF EXCELLENCE 






Pa. 
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BILLY ROGERS— 











Shoe Merchant 


By HAROLD WHITEHEAD 


Business Consultant 


Vv iy 


The ILLY ROGERS wanted to own a shoe store. He had $17,000 and some prac- 
tical experience acquired as a salesman in Parker’s Shoe Shop. George 
Story Morland was willing to sell his store for $22,000. Acting on the advice of June 
Thus Solent, Billy consulted Jethro Blunt, president of Fretton National Bank, and the 
latter scanned the figures on Morland’s business. Billy decided not to buy Mor- 
Far: land out and after consulting his former boss, Parker, decided to launch his own 
business. He picked-a promising location, acquired a stock and opened his store. 
Billy’s competitors made trouble by cutting prices. The matter of collections 
causes Billy and June a lot of worry. They decide to go on a cash basis and send out a 
collection letter to customers whose accounts are overdue. The letter produced unexpected 
results, angry protests and lost customers. Getting his stock down to a reasonable figure 
is Billy’s next problem. He hears a talk at the Chamber of Commerce on retail merchan- 
dising and later confers with the speaker, Professor Brinstead, on his own problems. He 
decides to dispose of his dead stock at any cost and finally sells the surplus merchan- 
dise in Boston, butyagia,staggering loss. Later Professor Brinstead invites Billy to dinner 
and suggests that His nephew, Jack, join Billy in the shoe business. Billy reacts favorably 
to the idea. He meets Jack Brinstead and they arrive at a temporary working arrange- 
ment. A chain leases a store adjoining Billy’s and opens with a flourish, while Billy’s 
trade falls off perceptibly from the new competition. At Jack’s suggestion, Billy goes out 
on a tour of inspection and impartially observes every store ffont in the neighborhood, 
comparing their general appearance and attractiveness with his wf. 











automati- 


cally took his watch from his pocket and noted the time; five-forty p. m. Then 


sy TOPPING dead in front of his store windows, Billy stared at them. He 


he turned his gaze to the windows of the Warranty Shoe Co., next door. 
parison was startling, but not flattering. 


The com- 


When Billy first opened his store, about fifteen months before, he had good lights put in. 
There was no chain store next door to him at that time, and by comparison with his neigh- 


bors his store was bright; nothing unusual perhaps, but up to the average. Now, 


however, 


his store looked dull and gloomy by comparison with the brilliant display of his keen com- 
petitors. He walked nearer to the Warranty windows to get the comparison better. 

Then he gave an embarrassed jump as he felt a strong hand grip his arm. He turned 
nervously, then grinned with relief as he saw Luke Zinner, the advertising manager for the 


Fretton Courier. 
_ “Gosh, but you gave me a start,” he said. 


5) 


, “Thought you might be. accused of prying? Yes. Needn’t with those people. Good, 
square crowd, but hot competition, aren’t they? Yes. Your windows look like the last days 


of Pompeii, don’t they? Yes.” 
“Well, they don’t exactly dazzle you, do they?” He almost answered his own 
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Zinner’s peculiar habit of doing that always made Billy feel that he must do the same. 
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question. 
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“The bright lights held you. They do that with 
all of us, don’t they? Yes. We are all descended 
from moths, I believe, just naturally attracted by 
the biggest light in the street. Broadway would 
be empty at night if it were not for the lights. 
Nothing seems to pull so much as plenty of light. 
And you know, Rogers, the chain people don’t turn 
off the light like you do when they close for the 
night. They keep it going till ten-thirty, then it 
cuts off automatically. That keeps the window 
working overtime, doesn’t it? Yes, it does. 
Well. Good night, Rogers,” and Zinner disap- 
peared as suddenly as he had appeared. 

To grasp the need for a thing was enough to 
make Billy act. The next day he got in touch with 
two or three big light fixture people for ideas and 
prices. The result was that the next few days 


were busy ones. 


Trade was still bad, sales were 





but Billy could not see her until the end of the 
week. Parker had left own for a few weeks’ trip 
south with Billy’s lawyer, Mr. Wise. Jack Brin- 
stead was not due to begin work for another week. 
Never since he started in business did Billy feel so 
all alone. However, he was a fighter and the test 
to his character found him ready to meet the situ- 
ation, if not with zest, at least with courage. But 
he did miss June! 

The cost of the new fixtures was heavy, but he 
knew it was necessary, so he faced it. The addi- 
tional light was promised within two weeks. 

When Billy saw June for half an hour on the 
Sunday afternoon, no one would have suspected 
that he had a care in the world. He determined 
that she should not be bothered while she was ill. 
He rather hoped he could get the new lights work- 





June went up to the fine old captain and, standing on tiptoe, kissed him. He looked at her and 
laughed. “You can’t wheedle me, young woman.” 


ing before June came to the store. 
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off about twenty per cent for the week. While it 
was not quite so bad as the previous week, it was 
bad enough to cause him sleepless nights worry- 
ing about it. His mother noticed it and in conse- 
quence she was‘ half sick with anxiety over her 
only child; but she said nothing and kept out- 
wardly cheerful. 

He missed the opportunity to talk over his busi- 
ness with June. She was progressing slowly, 





When he got home after his brief visit to June 
he found that he had not yet passed through all 
the trouble that was coming to him. His mother 
met him at the door, white-faced but smiling. His 
father was in bed; the doctor was there and he 
was afraid it was pneumonia. “And, of course, 
Billy, father isn’t as young as he was.” 

He rose to the occasion manfully. He saw his 

[TURN TO PAGE 100, PLEASE] 
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IN STOCK ORDER 
this dandy 
little shoe. 
It’s a beauty 
and full of 
wear. Great 
Fitter ! 

 ““Sunbeams”’ 

No. 497—stitch-step of Will brighten up your store 

i nokec elk y 

a, Saat tae with and add to your profits. 

No. 496—Same in pat- 

ent with reptile panel; SALESMEN — Here’s a 

ao line of Children’s Shoes 

P $1.20 you can sell almost every 
2% 10; Net 80 Days merchant WE PAY 


GOOD COMMISSIONS 
—PROMPTLY. Write 
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A Convenient Place 
to Buy— 
The Republic 


State at Adams 
CHICAGO 





The Home of the Following Shoe Firms: 


Hagerstown Shoe & Legging Co. 
Hamilton Brown Shoe Co. 

Harsh & Chapline Shoe Co. 
Huntington Shoe & Leather Co. 
Interstate Shoe Co. 

Johns Tilt Shoe Co. 

Carlisle Shoe Co. Marmon Shoe Co. 

Chicago Theatrical Shoe Co. McElroy Sloan Shoe Co. 
Commonwealth Shoe & Leather H. W. Merriam Shoe Co. 

Meyer Bros. Shoe Co. 

I. Miller & Sons, Inc. 

National Felt Slipper Co. 
O’Connor & Goldberg 

Paragon Slipper Mfg. Co. 
Thomas G. Plant Corp. 

Prospect Shoe Co. 

Dr. Reed Cushion Shoe Co. 


D. Armstrong & Co. 

Best Ever Slipper Co. Inc. 
Big “K” Shoe Co. 
Burlington Turn Shoe Co. 
The J. R. Burns Shoe Co. 
Burrows Shoe Co. 


Co. 
Copeland & Ryder Shoe Co. 
Craddock Terry Co., Inc. 
Wm. G. Dodge Shoe Co. 
Dorothy Dodd Shoe Co. 
Dunn & McCarthy, Inc. 
J. Edwards & Co. 
Elwill Shoe Company 
Empire Specialty Footwear Co. 
Excelsior Shoe Co. 
Feltman & Curme 
Cc. P. Ford & Co. 


William Goldstein Shoes, Inc. 
Golo Slipper Co. Universal Shoe Mfg. Co. 


ALSO: ARNOLD BROS. & CO. (Lasts); FRENCH BEADING & 
NOVELTY CO. (Buckles) and MAISON MANN (Buckles). 


Communicate with OFFICE of the REPUBLIC 
for Information Regarding Available Shoe Display Rooms 


E. P. Reed & Co. 
Seymour Troy Shoe Co. 
Sherwood Shoe Ce. 
Stacy-Adams Shoe Co. 
St. Lomo Shoe Co. 




















Recently Completed and the Outstanding Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
TIMES SQUARE’S FINEST HOTEL 
Large single rooms 11.6x20 with bath.$4.00 per day 
For two.$5.00...twin beds.$6.00 
Large double room, twin beds, bath. .$6.00 per day 
Special weekly rates 
Within convenient walking distance to important business centers 
and theatres. Ideal transit facilities. 450 rooms, 450 baths 
. Every room an outside room—with two large windews 
- + Furnished or unfurnished suites with serving pantries. 
995 to $150 per month . . Moderately priced restaurant 
featuring a peerless cuisine. 
Illustrated booklet free on request CURTIS A. HALE, Mgr. Dir. 

















4 Maize Shoe Co., Rochester, N. Y. 
PRADTYT OVS TANI AVN ANTTAVAYONI ON /@\I70\'/0\ S70 \ i 7a\\'/0\ \/0\t7@\N7@\ i 10\i'/0\i/@\i70\./0\": 
Cut Steel Bow $12.00 Dozen Pairs 
THE ONLY MANUFACTURERS OF CUT STEEL 
ORNAMENTS IN U. S. A. 
Exquisite and original designs. Reasonably priced. 
Carried in large variety. 
$9.00 to $36.00 per dozen 
Send for sample selection. 
RIVELIS & BRICK, INC. 
N. W. Cor. 8th and Sansom Sts. Philadelphia 
wy; 
yd 


Sensible Slippers 


In practically every store 
there is a demand for these 
sensible, everyday Greeley 
Boudbvirs. In black or colored 
kid, in stock for immedi- 
ate delivery. With leather 
or rubber heels. If your 
jobber cannot supply you 
—write us. 






STOCK 


36 Pair Cases 


A. W. GREELEY 
‘12 Duncan St. - - Haverhill, Mass. 
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No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 


con is exhausted. No more copies of this shoe 


and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 
239 West 39th Street “New York, N. Y. 
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ASOLE THE PERFECT INNERSOLE 
PERMANENTLY FLEXIBLE LIGHTER IN WEIGHT 
/ nso en UNIFORM IN QUALITY AND THICKNESS 
CUSHIONING RESILIENCY MOISTURE ABSORBENT 
rt Fh TOUGH AND DURABLE RETAINS ITS SHAPE 
WILL NOT DRAW THE FEET 
F- Neo SS 
| These are some of the reasons for 
Conse the quick acceptance and ever in- 
SERTF creasing use of Onco innersoles by 
3 . 
: progressive shoe manufacturers. 
: eeRFEC 
BRANCH rOFFICES 
Fecl_IN N ALL 
hn peanened. CITIES 
APEC 
FOUNDED '1852 

































\ 
Tt . 
Ec Portland, Aine 
T WwW 
BRANCH OFFICES: 
NEW YORK CITY 
233 BROADWAY 
ATLANTA, GA. 
1023 CANDLER BLDG. 
‘ SAN FRANCISCO, CAL. 
58 SUTTER STREET 
BOSTON, MASS. CHICAGO, ILL. 
76 LINCOLN STREET 110 SO. DEARBORN ST. 
ST. LOUIS, MO. PITTSBURGH, PA. 
1012 ARCADE BLDG. 1626 OLIVER BLDG. 
MINNEAPOLIS, MINN. MONTREAL, P. Q. 
736 PLYMOUTH BLDG. 509 NEW BIRKS BLDG. 
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Give your customers the comfort they demand. 
Show them shoes with CRAWFORD Arch Supporting 
Shanks that make walking a pleasure. CRAWFORD 
Shanks embody a fine combination of rigidity and 
flexibility — applied so that the shoe and the shank 





keep their shape and still provide constant support 
to the arch as the foot changes its positlonin- walking. 
Specify their inclusion by their full name, 


CRAWFORD SHANKS 


UNITED SHOE MACHINERY 
CORPORATION . 


BOSTON «: MASSACHUSETTS 


















SPLIT RIVET 
One end of the SRAETO 
CRAWFORD Shank INSOLE 
is slotted and fitted 
around a split rivet 
so that it will slide 
“a back and forth as the “ 
‘ weight of the body 
is applied to and re- 
moved from the foot. 


ELONGATED SLOT | | 
PERMITS SLIDING | 
ACTION ~~ 
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RAJAH SPORT SOLES 


ARE EXCEDBPTIONALLY 


LIGHT ann TOUGH 


TO MEET 
OUR CUSTOMERS’? DEMANDS 


NORTH QUINCY, MASS. 
ESTABLISHED 1837 
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@® CONSTANT COMFORT © CONSTANT COMFORT © CONSTANT COMFORT 























= 
= 
° 
hae 
“| Never a markdown and 
° 
: Vv «pP.M.”°—_that’ 
never a olVie ats 
- 
< CONSTANT COMFORT! 
< © 
- 
Nn 
Zz _ 
No merchant ever has to “take a licking” 
° 
o on Constant Comfort turns. When a woman 
once buys a pair of Constant Comfort shoes 
¢ a ee at your store she’s a customer of yours from 
12/8 heel. Dili, quarter lin that time on—and she will probably come in 
nh stoc . s 
a Price $2.00 odecian time after time and ask for the same style 
x No. 387—Same style as above—Colmar . * 
} Last—leather quarter lining. number in her size. Many of our shoe mer- 
0 +. * 
- $2.30 seal chants have had this experience and have re- 
s No. 687—Same style as above. Leather ° 
quarter lining. Oakland Last. ported it to us. 
(—} 32 os A to EE. Price 
o 4 . 
The reason is that there are thousands of 
: women in every part of the country who can’t 
a be properly fitted except with a pair of Con- 
& stant Comfort turns. Now they can be sure 
a. of dainty patterns as well as extreme com- 
7 fort, and the Co-ordinated Lasts and Patterns 
~ on which these shoes are made will give them 
sample-size fit and appearance in every size 
® and width. 
No. 179— 
- ™ Rewyort Last Ta cook Ate Furthermore, every Constant Comfort num- 
ue ci . . . . 
No. 179-1—Same style in Patent ber is a real arch-supporting shoe, with a 
—] Leather. In stock A to E. . + . -— . 
fas wo. are rite 8-26 scientifically designed rigid shank that gives 
. same s§ . 
e Last, 18/8" hea. “vIn stock firm support to the arch and ankle without 
o ° r ade 7 7 . . eye 
7 No. 178-1—Same stile an GEE tn: et interfering with the flexibility of the fore- 
stock ‘A to D. Price @8.25 part. 
& 
a Order from the new in-stock catalog—or 
om write for special terms on case-lot factory 
wn orders. Illustrated are three fast-selling 
- numbers, good the year ’round! 
o 
© 
- No. 282—Black Ruby Kid. Oakland 
< Last, 10/8 heel. In stock A 
to BE. Price $2.65 
° No. 382—Same pattern as above. 13/8 
(x —_ s2es A to E. 
ra 
o 
~ :, 
. AULT-WILLIAMSON 
Zz 
s SHOE COMPANY 
hs AUBURN, ME. TURN SHOE SPECIALISTS ST. LOUIS, MO. 
- (Factory and In-Stock Dept.) (In-Stock Dept.) 
=) 
® 
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Fitting — Quality —Comfort—Style 


The one line that offers all four of the essentials necessary to 
build and hold a business where “Service and Sure Profits” is the 
desired slogan. 


“Proper Fitting” is unanimously declared by successful shoe 
merchants to be the most important essential. Lasts and patterns 
correctly proportioned for various types of hard-to-fit feet, plus 
an adequate run of sizes and widths, comprise this very necessary 
requirement. 


“Wilbur Coon Shoes” are STOCKED in various lasts care- 
fully worked out in our years of success in featuring Special 
Measurement Footwear, and in Sizes 1 to 12, Widths AAAA 
to EEEEE. 


“Quality” must go hand in hand with shoes for particular cus- 
tomers—for who are more exacting than women with feet never 
before correctly fitted? 


“Wilbur.Coon Shoes” are assembled of only very carefully 
selected materials, in fact, everything that makes a shoe de- 
lightful and satisfactory. 


“Comfort” is a quality desired by every woman if it can be 
hidden in the shoe and not detract from the stylish appearance 
so important in footwear these days. “Style” and “Ease” are the 
important qualities that must travel hand in hand. 


“Wilbur Coon Shoes,” the line developed to fit every known 
type of foot, even where ordinary shoes will not answer, have 
not only exceeding comfort, but are superbly beautiful and 
in the best of taste. 


Build an Evergrowing and Profitable Business with Wilbur Coon Shoes. 


ROCHESTER, N. Y. 


Willur Coon Shoes 
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Distinction and Durability 


White Crepe 


—that can be tinted in an 
endless variety of shades 


Skinner's No. 810 White Crepe is of a 
quality to insure perfect dyeing results, 
beautiful colorings and long wear. 


These Fabrics lead their fields for style and service: 


Skinner’s Shoe Moire — Skinner’s Shoe Satin 





black and white—is woven 
for the most exacting de- 


mands of the Shoe Trade. 


in black, white and colors, 
has set the world’s standard of 
quality for many years. 








Skinner’s No. 1200 
Black Crepe— 


produces an_ exceptionally 
dainty and durable shoe in 
many styles for all occasions. 


Skinner’s Fancy Crepes— 
are supplied in many original 


and attrattive designs for the 
unusual in footwear. 


Manufacturers, retailers and the ultimate consumer 
know and have confidence in Skinner fabrics. 
For shoes of outstanding beauty and service specify 


Skinners 


Shoe Satins and Crepes 





This label in shoes 
made of Skinner’s 
“Brooklyn” and 
*5004” only. 


“LOOK FOR THE NAME 
IN THE SELVAGE” 


WILLIAM SKINNER & SONS 
43-45-47 E. 17th Street, New York 


Mills: Holyoke, Mass. Established 1848. 
H Chicago . , ad \y Boston ‘ Philadelphia 
Agents with stock in 


San Francisco 


wae 
Northampton, England Montreal, Canada 
Melbourne, Australia Mexico City, Mexico 


Also Central and South American Agents 
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WEAVETTE 





‘ 
[\ 


WILL MAKE YOUR SPRING ANT ¢ 






' 






HIS announcement is 
directed to merchants |) 
who have delayed | 
in ordering their Weavette 
Sandals for the coming season 
—We cannot urge you too | 
strongly at this time to place © 
your orders immediately for 
at once and future delivery— | 
Be ready to cash in on the tre- 
business that will | 
be done in your community. | | 


mendous 

Advance reports from the 
Southern style centers show a 
definite demand for this type | 
of footwear. Write for price | 
list and order Weavette and | 
Jico Sandals immediately. 








“Yes, Madam, we have the new 


Weavette Sandals to wear with your 
sports costume. Sandals that will 


urge you to spend your whole day 


ite 












Weavelie 
anda | 


outdoors. The colors will give the correct accent for your 
Made in France 


netv sport ensemble, and you will surely find them comfort- 
able, for they are made on real American lasts, in all widths 


Made in Czecho- 
Slovakia 





and sizes.” 

















JEFFERSON IMI 


ORIGINATORS OF |w 
MARBRIDGE | pr 


1328 BROADWAY 
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HAND SEWED TURN 


HAND SKIVED ROLLED EDGE HAND SEWED TURN 
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HAND SEWED TURN 





Peer 


HAND WOVEN 





ITO 
HAND SEWED TURN 






Patterns—Roma, Lita, Della—In stock for immediate delivery, all colors, all sizes. 


PORT Co... INC. 


F PWOVEN SANDALS 



















7E | BUILDING 
NEW YORE, &. Y. 
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TIME SAVERS FOR THE MERCHANT— 
ATTRACTIVE 


PRICE TAGS 




















3-Color 


Attractive 
Hand-Lettered 
Price Ticket 


Actual size, blue and 
reddish brown design, 
black figures—80 dif- 


ferent prices. 
69c to $17.50 
25c per dozen 
6 doz.—$1.25 
12 doz.—$2.25 
24 doz.—$4.00 


Check With Order, Please 


Printed Price Tickets 
All Regular and Clearance Sale. 
Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 


6-doz. odd lot 
assortment $1.10 


12 doz.— $2.00 
24 doz.— $3.50 


12 each of 
6 prices 85c 


12 doz.—$1.50 
24 doz.— $2.50 


1 doz. of one 
price 15c 





A stand-up ticket with scored 
flanges. 

Comes in either Orange or 
Olive Green Border—Black 
Figures 
(Actual Size) 


Cash or stamps 
with order 








¢ 


“e. 








3-Color 


Attractive 
Hand-Lettered 
Price Ticket 


Actual size, bright red 
and black design, dark 
blue figures—48 dif- 


ferent prices. 
$1.00 to $16.50 
25c per dozen 
6 doz.—$1.25 
12 doz.—$2.25 











24 doz.—$4.00 


Check With Order, Please 





MODERNISTIC Two Tone Hand 
Lettered PRICE TICKETS 


3-Way 
Ticket 





Your choice of either of two color combinations 


Purple with gold edge trim Red with black edge trim on 
on white pasteboard with white pasteboard with black 
black figures. figures. 


Available in 72 different prices: IN STOCK 
6 doz.—$1.50 12 doz.—$2.50 . 1 doz.— 0.35 
Check With Order, Please 








Several other varieties of hand-lettered price tickets carried in-stock. Sample on request. 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago . . 
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The Ears Have It 
(CONTINUED FROM PAGE 48) 


Most people are too busy nowadays, 
however, to give much time or trouble 
to searching for a particular brand of 
merchandise. If a radio talk succeeds 
in winning their attention and arous- 
ing their interest to the extent that 
they are willing to give a particular 
type of shoe a trial, the chances are 
the sale will be made provided the cus- 
tomer knows where he can buy it. If 
he doesn’t know, he is likely either to 
dismiss it from his mind or to make a 
casual inquiry at the shoe store where 
he is accustomed to make his pur- 
chases. In the latter case, he merely 
presents the salesman of that store 
with a made-to-order opportunity to 
sell his own shoe, for if he has any 
salesmanship whatever he will not miss 
the chance to demonstrate that his own 
merchandise is not only “just as good,” 
but possessed of many points of su- 
periority. 

The job of the retail store selling a 
nationally advertised brand of shoes 
and particularly a brand advertised “on 
the air,” is, therefore, to plan his ad- 
vertising, including newspaper, direct 
mail, bill board, street car or whatever 
form of publicity he may use, together 
with his window displays and every 
kind of sales promotion effort that he 
employs along such lines that the pub- 
lic in his community and the area he 
serves cannot fail to connect his store 
with the shoe in question. Then the 
buyer who receives the manufacturer’s 
message over the air or from the 
printed page of a magazine or news- 
paper will be enabled to translate in- 
terest and desire into positive, immedi- 
ate action. 


Shoe Distribution Facts 
Collectable 


(CONTINUED FROM PAGE 35) 


commodity or class of commodities. 

He may find that the shoe store car- 
ries a side-line of cigars, cigarets, pipes 
and smoking tobacco—some of them do 
—and this will be of interest, not only 
to other shoe retailers but to tobacco 
dealers as well. 


Coming to the sales of footwear, the 
enumerator will ask for correct or ac- 
curately estimated figures on men’s, 
boys’ and. youths’, women’s, misses’ 
and children’s, infants’ shoes, rubber 
footwear, athletic and other footwear. 


Then the census taker will ask for 
1929 cash sales totals, credit sales on 
open accounts and deferred payment 
sales. If the store has departments, 
he will ask if any departments are un- 
der lease, the rental derived from such 
leases and the gross sales in the leased 
department. 


Finally, the person giving the infor- 
mation will be asked to sign the census 
sheet certifying that the information is 
correct and complete to the best of his 
knowledge and belief. 

_ All individual returns are to be kept 
in the strictest confidence by the enum- 
erator and are guarded as confidential 
government reports. Only the com- 
pleted figures, without reference to in- 
dividuals, will be made public. 
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Adventures in Merchandising 


(CONTINUED FROM PAGE 47) 


what the average customer with any 
certain type of foot finds most satis- 
factory. He does not know, until per- 
sonal contact teaches him, how the in- 
dividual customer he is waiting on dif- 
fers from the average. 

“If she wants her shoes a full width 
tighter than the average, that is no 
reason for the salesman to insist she 
is wrong. His duty ends in telling her 
tactfully that she is buying them, not 
too tight, but tighter than the average. 
She has probably gone through the 
same argument dozens of times and is 
sick of it. The store that gives her 
what she wants gets her business. 

“Fitting is still strictly a matter of 
opinion, no matter how well trained the 
fitter is. The most experienced waiter 
in the world would not presume to say 
how much sugar you should put in your 
coffee. You want one lump, I want 
three, and neither of us has a right to 
criticise the other. 

“I wear my shoes looser than you do, 
yet we are both right. You are right 
from your viewpoint, I am right from 
mine, and no doubt we are both wrong 
from some other fellow’s standpoint. 

“Some stores refuse to sell a shoe 
that does not fit according to their own 
ideas. I cannot agree with that policy. 
The shoe salesman has many obliga- 
tions, but among them is not the re- 
sponsibility of leveling off all personal 
preferences.” 

“That’s a heavy speech, Dad, but 
what has it to do with complaints?” 

“Just this: A customer may have a 
perfect right to an adjustment on what 
we might call a perfect fit if the sales- 
man has disregarded her personal de- 
sires. Take the case of the old lady 
who said, ‘This shoe fits beautifully, 
but won’t you please take it off and 
give me something I can wear comfort- 
ably? I simply couldn’t persuade the 
salesman that it hurt.’ She has a right 
to complain.” 

“You seem to be arguing that the 
customer’s viewpoint is always right. 
Don’t you think we have any unjust 
complaints ?” 

“There now, I knew you would bring 
that up, Charley. The customer’s real 
viewpoint is always—well, I mean al- 
most always—right. But occasionally 
a customer puts up a pretended view- 
point in an effort to gouge us. There’s 
where the complaint man must use 
keen and quick judgment to determine 
if her unhappiness is real or sham.” 

“Yes,” said Charley, “I had a case of 
that yesterday. A girl argued her best 
to get an allowance because her pat- 
ents had checked. Some way her talk 
didn’t ring true, so I turned her down 
flat. On her way out Pete heard her 
say to her companion, ‘Oh, well, I did 
the best I could. Got three dollars out 
of him last time.’” 

“Your hunch was right; she was put- 
ting up a false viewpoint. A smart 
complaint man can usually spot an ex- 
perienced complainer just as readily as 
a customer can, tell an. experienced 
salesman from a green one. But don’t 
worry too much about the few people 
who abuse your good nature. Adjust- 
ing complaints generously, pleasantly 
and intelligently will make more trade 
for the store than any other form of 
advertising. 
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“It costs so much to get a customer 
into the store in the first place that we 
shouldn’t hesitate to spend a little to 
keep her coming and keep her happy. 
When she comes in with her feelings 
all ruffled up nothing will smooth them 
out quicker than to have you listen to 
her with a spmpathetic attitude. Let 
her know that you see her viewpoint. 
Make her feel that you are there to see 
that she gets justice rather than to 
protect the store from her demands.” 

“To sum it all up,” said Charley, “it 
looks as if there is no way of treating 
all customers alike because there are 
no two viewpoints exactly alike. The 
only way to treat them all fairly is to 
judge each complaint on its own 
merits.” 


The “Best’”’ Twins Show 
Styles in Calf 


(CONTINUED FROM PAGE 37) 


On Feb. 5 the Glace Calf Tanners’ 
Association entertained at a Fashion 
Tea the stylists and fashionists of New 
York. The list of participants num- 
bered fifty of New York’s most promi- 
nent style forecasters who, after regis- 
tering in the hostess’ book, gathered in 
groups around small tables and then 
heard Miss Ruth H. Kerr explain the 
fashion picture as she sees it in the 
relation of lightweight Glace Calf to 
the dress mode of the coming season. 
It continued from 4 to 6 o’clock and 
served as an introduction of the new 
campaign. 

Among the guests were feature writ- 
ers from newspaper syndicates, writers 
for fashion publications, stylists, fash- 
ionists, fashion advisors and specialists 
in shoes, leathers, silks, woolens, cot- 
tons and hosiery. 








Everett Delaney Superinten- 
dent for Juvenile 


AurRorA, Mo.—Everett Delaney, for- 
merly of the J. I. Melanson Company 
of North Adams, Mass., has been made 
factory superintendent for the Juvenile 
Shoe Corporation of America. Mr. 
Delaney has a reputation in the in- 
dustry as an efficient and capable fac- 
tory executive and the management of 
the Juvenile corporation feels that he 
will prove a distinct asset to the or- 
ganization in carrying out its fixed 
policy of constant improvement of the 
line. 





To Distribute Imported 
Braided Sandals 


New YorkK—The Chekko Braided 
Sandal Corporation, with headquarters 
at 303 Fourth Avenue, New York, has 
been organized to distribute to the re- 
tail trade imported shoes manufactured 
in Czecho-Slovakia. Ernest Bandler, a 
well known importer of shoes, will bé 
in charge of sales. Mr. Bandler is well 
known to the retail trade throughout 
the United States. 

The policy of the new concern will be 
to distribute to the trade popular 
priced, high grade imported Chekko 
braided sandals. 
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TURNARCH SUPPORT 


NAME 


The Boardman Shoe Co. 
Buckingham & Hecht 
Churchwell Bros. 


Crowder-Cooper Shoe Co. 
Freeman Shoe . 
Given Bros. Shoe Co. 


Graham-Brown Shoe 

The Hurd Shoe Co. 

Sam Levy Shoe Co. 

Long & Davidson 

C. W. Marks Shoe Co. 

The J. F. Mellvaine Co. 

Charles Meis » Co. 
— as 


Stewart-Dawes Shoe 

The Washington — Mito. 
Western Shoe Co. 
Williams Marvin Co. 


Sd 


Boston Office 
54 Lincoln St. ° 
> 
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Ne GENUINE a. 
Se} & ¥ 
Cancag HAND TURNED QD 


Oliver N. Clauss Shoe Co. 


B. urea & yl ine 


Nothing 
takes the 


— * . lie . 

[HG LUMBARO SHOE CO. AUBURN MAINE 
Manufactured under Pat. Ap- 

plied for Serial No. 366, 639 


Graham-Bumgarner ~~ Co. 
0. 


Co. 


Zion’s Co-op Mercantile Inst. 


SHAPE 


For trimness of appearance and high degree of 
comfort, shoes made by the Turn Process have 
universally been accepted as superior to all others. 
By a New Method patented process we are mak- 
ing Turn Shoes with all the good qualities that 
such construction offers, but with this added ad- 
vantage—they hold their shape. Any merchant 
can appreciate the added satisfaction Lumbard 
Turnarch Shoes will give the wearer. 


SHOES TO RETAIL FROM 3 TO 6 DOLLARS 


HOLDS ITS 


rei ves OD 





=>, nm 
NOTHING TAKES ; 
THE PLACE OF ; 


URNS 


THAT HOLD THEIR 
SHAPE 


A NATION-WIDE IN STOCK DEPARTMENT 


These shoes carried in stock by the following distributors located advantageously throughout the country insure immediate, 
prompt and efficient service to retailers all over the United States. 


LOCATION 


Boston, Mass. 

San Francisco, Calif. 
Jacksonville, Fila. 
Allentown, Pa. 
indianapolis, Ind. 
Wilmington c. 
El Paso, Texas 
Parkersburg, W. Va. 
Dallas, Texas 

Utica, N. Y. 
Nashville, Tenn. 
Lancaster, Pa. 
Chicago, II. 
Philadelphia, Pa. 
Cincinnati, Ohio 
Minneapolis, Minn. 
Richmond, 
Pittsburgh, Pa. 
Denver, Colo. 

New Orleans, La. 
Los Angeles, Calif. 
Seattle, Wash. 
Toledo, Ohio 

San Francisco, Calif. 
Salt Lake City, Utah 


BRAND 


The Lumbard Shoe, H. G. L. Shoe Co. 
Arch Support 

Churchwell Turns 

Lumbard Turnarech 

The pamners Shoe, H. G. L. Shoe Co. 
Coun 

The Gibro Shee, Genuine All Hand Turned 
Mae’s Arch Support 

re = Health Builder 

jex- E 

The Lombard Shoe, H. G. L. Shoe Co. 

The Lumbard Shoe, H. G. L. Shoe Co. 
Betsy Ross 

Lumbard Turnarch 

Dr. Brown’s Foot Arch Shoe 

Combination Last Always Comfortable 

Miles Genuine Hand Turn Arch Support 
Lumbard Turnarch 

Shirley Ann Arch Support 

Cameo Gen. Hand Turned 

The Lumbard Shoe, H. G. Shee Co 

Leading Lady, W. S. M. &. also The Lumbard Shoe 
Luxury 

Dr. Wilmar Gen. Hand Turned Health Shoe 
The Lumbard Shoe, H. G. L. Shoe Co. 





H. G. LUMBARD SHOE CO 


AUBURN, MAINE 


MANUFACTURERS OF TURN SHOES THAT HOLD THEIR SHAPE 


W. O. STEVENS 


“* J.D. LUNN 
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The TRAVELING 
SHOE SALESMAN 
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T a special luncheon meeting of the 

Boston Shoe Travelers’ Associa- 
tion, to be held in the Boston 
Chamber of Commerce, Feb. 21, plans 
are to be made for an outing and boat 
ride to be held in connection with the 
Boston Shoe and Leather Fair, next 
July. In years past, this outing has 
been one of the big features of Market 
Week in Boston. For the last two or 
three years, however, it has not been 
held and the announcement of the re- 
sumption of this activity on the part of 
the travelers has been greeted with en- 
thusiasm by men in all branches of the 
allied trade. 

John S. Whittemore, president of the 
association, has issued the call for the 
special meeting at which a general com- 
mittee will be ~ emy from which 
sub-committees will be chosen to per- 
fect arrangements. “This boat ride,” 
said Mr. Whitemore recently, “has al- 
ways, until the last two or three years, 
been one of the biggest and best fea- 
tures of the week in Boston. It has 


done much to advertise this market, has ° 


put the Boston Shoe Travelers’ Asso- 
ciation on the map, and has resulted 
in every one of the thousand or more 
who have attended having the best kind 
of a time. We are going back to first 
principles. We plan to have music, eats 
and a lot of unusual features—all of 
which will be outlined at this meeting 
for the approval of the members.” 

Also under the leadership of Presi- 
dent Whittemore, a membership drive 
is being instituted in an attempt to win 
the cup which goes yearly to the local 
association which has shown the larg- 
est increase in membership during the 
year. 





HARLES J. GILES has been added 

to the sales force of the Marlboro 
Shoe Company of Marlboro, Mass., 
manufacturers of popular. - priced 
women’s shoes. He is now located in 
the Republic Building, Chicago, IIl., to 
which office he has recently moved 


LAUDE MEEKS is a new and en- 

thusiastic salesman for Dunn & 
McCarthy, Inc., of Auburn, N. Y. He 
is already on his territory, Arkansas 
and Mississippi. His headquarters are 
at 1008 West Second Street, Pine Bluff, 
Ark. Mr. Meeks was formerly asso- 
ciated with William Rosenzweig, shoe 
merchant of Pine Bluffs. 

Another new salesman for this house 
is A. W. Schroeder, for many years 
with the Florsheim Shoe Co. of Chi- 
cago, covering northern Illinois and 
southern Wisconsin. He will make this 
same territory, with an office at 1811 
Republic Building, Chicago. 


AND SHOE RECORDER 


ALDO M. OAKMAN, better 

known as “Oakey,” is now intro- 
ducing the line of the J. R. Burns Shoe 
Company in the larger cities of the 
States of Missouri, Kansas, Nebraska, 
Colorado, Utah, Nevada, New Mexico, 
Arizona and California. This is the ter- 
ritory which Mr. Oakman has covered 
for a great many years, his most 
recent connection having been with 
Alden, Walker & Wilde Inc., of East 
Weymouth, Mass. 


To F. KENNEY has been engaged 
to represent the Ault-Shackford 
Shoe Company in the New York City 
area. Mr. Kenney will carry the Ann 
Elise line of Goodyear welt popular 
price shoes made by Ault-Shackford 
at Auburn, Me. 








Shows Shoes New Way 
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As an aid to the salesman who 
wants to show a full line of pat- 
terns and possibilities with only a 


small trunk of samples, W. J. 
Harney, manager of the Flexridge 
Division of the U. S. Shoe Com- 
pany has perfected and patterned 
the above method of sample inter- 
pretation. 

You see the original sample and 
two of its pattern possibilities with 
actual leathers and colors. 
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NEWS 
of the ROAD 





HE salesmen of the A. E. Nettleton 

Company were entertained re- 
cently by their chief, President 
Henry W. Cook, at a banquet given at 
Hotel Onondaga, Syracuse. Plans for 
the year were discussed. Among those 
present were Henry W. and Robert 
Cook, Messrs. Garfield, Johnson, Webb, 
Wilson and Schwartz. Advertising 
Manager Harry Messenger was also a 


guest. 





C H. WARD, formerly with the Foot- 
* wear Guild, has joined the sales 
force of the Brockton Shoe Manufactur- 
ing Co., and is covering the States of 
Virginia, West Virginia, Tennessee and 
North and South Carolina. 





NDREW K. CRESSY, who has sold 

shoes for Millett, Woodbury Co., 
Beverly, for the past 25 years, died re- 
cently of pneumonia at his home in 
Beverly, age 65 years. He traveled 
through the West. He was a Mason, 
an Odd Fellow and an Elk, and a mem- 
ber of the First Parish Church. He 
leaves a widow and a son, and a sister, 
also many sincere friends. 


ARRY R. SARGENT is now trav- 

eling through Oklahoma, Missouri 
and Louisiana for the Boyd-Welsh Shoe 
Company of St. Louis. Mr. Sargent 
is an experienced salesman, having 
made a name for himself, first with P. 
Sullivan & Company of Williamsburg, 
Ohio, and more recently with Howard & 
Foster of Brockton. He has been iden- 
tified with the shoe industry for several 
years. 


perse L. VENTRE is now traveling 
in the South, through Virginia, Ala- 
bama, Arkansas, Texas, Oklahoma, Mis- 
sissippi, Louisiana, Tennessee, Florida 
and Georgia, for the A. J. Anderson 
Company of Amesbury, Mass. This is 
the same territory which Mr. Ventre 
has covered for many years past and 
with which he is thoroughly familiar. 
Prior to his present connection he acted 
as sales representative of D. Arm- 
strong & Company of Rochester, N. Y. 





ILLIAM FRANCIS DUNLEVY, 

53, died at his home in Brattle- 
boro, Vt., Feb. 1, after a month’s illness 
with pnuemonia and complications. He 
was a salesman for the Dunham Bros. 
Co., from 1899 until June, 1927, when 
he was granted leave of absence on ac- 
count of ill health, which finally forced 
his resignation last December. His 
territory comprised western Massachu- 
setts and southern Vermont. 

































IHE REDS HAVE LIVED 
+ + +TOO LONG: « + 


All along the business front-- entrenched in the 
deep-dug grooves of habit--red figures snipe at 
prosperity. They glisten bloodily from sales charts--they flash from distribution 
cost reports. Red figures-- written in red ink-- representing the wasteful practices 
that steal profits -- these are the only reds with which business need be concerned. 

And concerned it is! The war is on against red figure distribution 
methods throughout the business world. It is a war not only to lessen the red 
figures but to annihilate them. The reds must go. 

Business has mustered its modern weapons-- information -- data -- educa- 
tion--science. For red figures cannot exist if ignorance does not persist. 

Hence the pressrooms of America’s business papers are vibrant with the 
hum of battle. The news and editorial staffs advance to attack distribution 
costs. Here is a wasteful sales method! Turn the information guns upon it. 
Here is a too expensive marketing practice! Down it by airing its stupidity. 
Here are other practices that shoot up the selling expense of an industry. 
Fight them until they are relegated to a well-deserved limbo. 

All’s active on the business front--for there the trade press is--and 
there it always has been. Independently it fights the Y Ay 
reds of business. By disseminating information --by ON Aff y for 
peppering its trade with authentic data-- by bombard- 
ing the die-hards who fight progress in industry, it _ THIs SYMBOL identifies an 
battles in the very vortex of the war against reds, 45? paper... It stands for 

And for this help business rewards its press  "@* now, paid circulation; 
with paid; audited circulation of known quantity mo le 
kind, thus making the trade publication a logical mar- caine: Mls 
ket place wherein advertisers may effectively and are the factors that make a 
resultfully display their wares. valuable advertising medium. 


straightforward business methods 


Tue AssociATED Business Papers, Inc. 


FIFTY-TWO VANDERBILT AVENUE: NEW YORK CITY 
+ + +. + + 
gees publication is a member of the Associated Business Papers, Inc. . . a cooperative, 
non-profit organization of leading publications in the industrial, professional and merchandising fields, 
mutually pledged to uphold the highest editorial, journalistic and advertising standards. 
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44.“U.S.” 


warehouses 
offer a timely 
service 

























This time of the year yuu 
are probably watching your inventories. You don’t 


want to carry a large stock through the summer. 


But you do want to fill-in promptly—especially as this 
weather is so changeable. You can be prepared for the 
breaks in the weather—by having an adequate stock 


of Gaytees, rubbers and Blue Ribbon items on hand. 


Realizing this we know that the best service we can 
affer you is prompt and efficient warehouse service. 
There are 44 “U.S.” warehouses throughout the 
country that carry stocks from which you can be 


supplied at short notice. 


Fill in with “U.S.” products. And let this fine manu- 


facturer-to-dealer service function for you. 


P. S. The Gaytees salesman will soon be showing the 


new line. Wait for him to call. 











United States Rubber Company 
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The Publications of the 
U. B. P. * 

Cover a Variety of ‘4 
Important Fields ‘am * 








Metal Trades ae as | 
The Iron Age 
Hardware Trade 
Hardware Age 
Hardware Age Catalog 
Textile 
Dry Goods Economist 
National Dry Goods Reporter and Drygoods- 
man 
National Dry Goods Reporter Wholesale 
Shoes and Hostery 
Boot and Shoe Recorder \ 
Hosiery Age 
Jewelry & Optical 
Jewelers’ Circular 
Optical Journal 
Jewelers’ Circular Buyers Directory 
Automotive 
Automotive Industries 
Automobile Trade Journal and Motor Age 
Motor World Wholesale 
Commercial Car Journal and Operation & 
Maintenance 
-Automotive Industrial Red Book 
Chilton Catalog & Directory 
Chilton Aero Directory and Catalog 



















































il 

Oil Field Engineering 

Petroleum Register 

Allen’s Superintendents Hand Book 
Toys 

Toy World 
Plumbing & Heating 

Sanitary & Heating Age 
Warehousing 

Distribution & Warehousing 
Insurance 
The Spectator 
























































United Business Publishers, Inc. 
239 West 39th Street New York City 


: OFFICERS: 
A. C. Pearson, Chairman C. A. Musselman, Vice-Pres. 


F. J. Frank, Pres. Arnold L. Davis, Sec’y F. C. Stevens, Treas. 
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National 


Dry Goods Reporter 


The National Dry Goods Reporter, a unit of 
the United Business Publishers, Inc., is a na- 
tional monthly business publication serving 
the medium size and smaller department, 
dry goods and general stores of the country. 








It is a sound merchandising publication, coun- 
selling its readers in terms of “What to Buy 
and How to Sell It.” Its advertising pages 
add “Where to Buy” to the editorial advice. 








The National Dry Goods Reporter as it is 
now constituted is a combination, recently 
effected, of the Dry Goods Reporter, of Chi- 
cago and the Drygoodsman of St. Louis. 
The combination now serves in a national way 
with headquarters in New York City and 
branch editorial offices in Chicago and St. 
Louis. 






















NATIONAL DRY GOODS REPORTER 
239 West 39th Street New York City 












A Unit of the 


United Business Publishers, Inc. 
239 West 39th Street New York City 
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DURING 


THE United Cushion Heel is notably 


long-lived because of the exceptional 





WEL : : quality of its materials and the sound- 
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ness of its structural idea... It is out- 
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PAIUNITED SHOE MACHINERY CORPORATION 


he 7 BOSTON, MASSACHUSETTS 
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In Stoek—Menihan’s 


New Styles for Spring 























THE IN-STOCK BULLETIN is sent “TALLY” 

weekly to all regular MENIHAN cus- 1478 Ouden Hest 

tomers, avail yourselves of this ser- ard (Gall Reimer ne caeg SAT 
vice by placing an order now. Black Pin Seal Celt Trim. -+.$4.18 











“ “FLARE” a 
” 
EMELIE Spectal Pr Special Process “REGENT” 
nen-guae Ste 2 io ith ee Ea pere—guy Sing kimed Ove Ne Ine Hoel 
seen juine ge nake ™ rey ej a 
Blond Kid Trim on Saddle...$7.25  °342—Genuine Beige cnet Mat Kid Guarter........... $5.25 8.335 Bleck Silk Moire.....$5.00 
B-874-—Beigs Seabe Calf wth Bore 6438, Sat BEES ais: 

stone Kid Quarter...-..-...- $5.25 able for Tinting.......... 5.25 






“REGENT” 
Spectal Process 
19/8 Hed 
“RAYO” ; B-352—Brown Mn adecmies $5.00 
Special Process P Alik, cultehle for" tating ae ; pone — 
16/8 Ouden Heal atte eccccccoeccccccccce 5.00 16/8 Ouben Hed 
ne a 68 oe foc oe B-354_—Brownstone Kid with | Gilt 
B-174—Black Getin ....... « 485 
B-175—Patent Leather ...... 4.35 
-176—Blaek Calf (IA Wet.) 4.35 
Ne Mode Process 
B-180—Mat Eid .......... $.25 
B-345—-White Kid ......... 5.35 





“LEAH” 

ms Hod pectal 
B.368-—Suntan Kid with Brownstone Pre al 1178" Oudan Tool 
Gs ond Deus Grnnent- te. 16/8 Ouden Hed ine =e 
Silk "Kia sedde, “Mat Kia Sure Piping Wor Matchs.s-s-oros-to-ve Bitty Raek Cull teh Wet 
ping, Nickel Jet Ornament B-383—Mat Kid with Patent Pip- Note: The “Larks” are stocked up 

rw TE wccceuctestdeaes vee re $500 = to size 9. 
aan SIZES — In-Stock Department 
pho severnge ote ia i dia 
i Seocecneneenor ear ae ROCHESTER, N. Y., U. S. A. Twenty-five sents additional te 
BD. cecccecossccscsecesees 3 8 Makers of Menihan Arch-Aid Shoes of less than three pairs. 
See page 58 for additional Menihan In-Stock Styles “2 
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NATIONAL NEWS 


SATURDAY, FEBRUARY 15, 1930 


EVERY WEEK 








1929 Production Broke All Records 


Exceeded Total for 1923, Larg- 
est Previous Year, by Over 
Ten Million Pairs 


WASHINGTON, D. C.—Production of 
shoes in the United States in 1929 broke 
all previous records, with a total of 
361,402,183 pairs manufactured in the 
factories reporting to the Department 
of Commerce, according to the depart- 
ment’s summary which has just been 
released. The peak year for shoe 
manufacturing prior to 1929 was 1923, 
when total production reached 351,114,- 
173 pairs. 

In 1924, production fell off sharply 
to 313,230,157 pairs, and in subsequent 
years it showed a gradual increase 
from that figure until it reached 344,- 
350,724 pairs in 1928. The 1929 total 
represents an increase of 5 per cent 
over 1928. 

Among the principal classes, the out- 
put of men’s leather boots and shoes in- 
creased 4.2 per cent; women’s, 6.1 per 
cent; misses’ and children’s, 7.5 per 
cent; and slippers for house wear, 13.7 
per cent. There was a decrease of 17 
per cent in shoes (principally women’s) 
with satin, canvas and other fabric up- 
pers, and 6.2 per cent in barefoot san- 
dals, play shoes, and all other foot- 
wear. A decrease of less than 1 per 
cent is shown for boys’ and youths’ 
shoes and infants’ footwear. The de- 
crease in moccasins (18.9 per cent) is 
partly due to changes in classification. 

The establishments included in the 
Department of Commerce summary 
manufacture approximately 95 per cent 
of the total output of footwear, other 
than rubber, in the United States. 


Carrying on Tariff Fight 


LYNN, Mass.—William O. Atwill, 
secretary of the Lynn Shoe Manufac- 
turers’ Association, and Fred W. Sea- 
vey, secretary of the Lynn Chamber 
of Commerce, went to Washington last 
week to submit to Congress fresh facts 
and figures about imports of shoes and 
Lynn’s need of a duty on women’s 


oes. 

Haverhill shoe manufacturers and 
business men generally have protested 
against omission of shoes from tariff 
protection. 
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N. Y. S. Directors to Meet 
February 19 at Rochester 


ROCHESTER, N. Y.—President Ernest 
N. Park of the New York State Shoe 
Retailers Association, has called a 
meeting of the Board of Directors of 
that organization to be held at Hotel 
Seneca on the evening of Wednesday, 
Feb. 19. Matters relative to the next 
convention, to be held in Rochester in 
September, will be discussed. Reports 
on membership and other matters of 
business will be presented by Manager 
Wallace R. Southard. 

September 8 and 9 are the dates se- 
lected for the 1930 convention of the 
association. 








Analyzes Different Types 
of Customers 


Des Moines, Iowa (UTPS)— 
W. S. Arant, proprietor of De 
Arcy’s Boot Shop and the Arant 
Shoe Company, also an officer of 
Sol Panor Shoe Stores, Inc., was 
the speaker at a meeting of 300 
East Des Moines merchants re- 
cently at the East Des Moines 
Club. He discussed the different 
types of customers. 

Four out of every hundred cus- 
tomers “know it all,” he said, 23 
reason things quietly, 72 are 
emotional and talkative and one 
is selfish, wanting much for little. 
The first group are difficult, but 
the salesman should exert great 
effort to be agreeable, no matter 
how discourteous the customer 
may be. They are a real test of 
skill, he declared. 

The reasoning type need only 
an explanation of the product’s 
merits in question to be sold. 
The majority of buyers of the 
emotional type should be advised 
wisely by salesmen, for they buy 
liberally and occasionally need 
caution as to suitable purchases. 
The selfish type of buyer is the 
most unreasonable and calls for 
the greatest diplomacy on the 
part of the salesman, he said. 














Spring Styles Make 
Early Appearance 
in the Mid-West 


CINCINNATI, OHIO—The retail shoe 
business from the point of sales was 
very good the first month of the year, 
but not so good from the point of 
profit. Merchants were successful in 
cleaning up stocks and very few have 
unsalable left-overs, although as many 
as three mark-downs were necessary to 
move some lines. 

Quite a few new spring styles were 
being shown during the last half of 
January and by the first week of Feb- 
ruary show windows were being all 
dressed up with springy appearance. 

The Smith-Kasson Company, with 
its new salon, is a representative store 
and it is reported here that a black kid 
scalloped pump trimmed with lizard 
had proved most popular thus far. 
Another early favorite at this store is 
a tie with light green suede front and 
dark green kid quarter. Genuine 
white or black and white lizard is be- 
ing featured and purses may be had to 
complete the ensemble. 

W. E. Newbold, manager of the 
Smith-Kasson Shoe Salon, recently 
said: “We are favoring open and 
punch-work this spring because they 
are cool and have an airy appearance 
and women want them. Suede kid is 
sure to be a favorite, especially when 
combined with kid of contrasting 
color. We expect pumps to be best in 
the way of patterns, with straps and 
oxfords good. 


New Shoe Stores to Open 
in New York 


New YorK—The block on West 
Thirty-ninth Street, between Fifth and 
Sixth Avenues, where already nine dif- 
ferent shoe stores are represented, will 
shortly have two more shops added to 
the list. 

A Foot Friend store will open there 
shortly, as well as I. Blyn, featuring 
the Red Cross brand. 

The Regal Shoe Company also an- 
nounce this week that they have taken 
a lease on the store and basement situ- 
ated on the northwest corner of Broad- 
way and Twenty-seventh Street. 














ELAM WAY 


(Cemented Soles) 


FOR INFANTS 


The Proven and Popular Cement-attached Soles, Flexible as a Turn, Tack- 
less and Stitchless. 


Soles Cannot Come Off—this we Guarantee. 


Beautiful Styles Carried IN STOCK by All Leading Shoe Wholesalers. 


Compare them with old style shoes—and at least place a Sample Order. 
You'll be glad you did it. 





7029—Light Smoke Elk perf. vamp; 


eae ey 
THESE STYLES CARRIED BY 
IN STOCK 





7016—Light Smoke Elk perf. vamp; 7043—Smoked = Sandal; Elam- 


Elamway. F. S. ELAM SHOE CO., INC. 
Exclusive Makers 


: Rochester, N. Y. 
Ye Olde Way The Elamway 





There were Seams, Stitches, 


Now Perfectly Smooth Soles 
Wax and Lumps and an Inside and Out. No thread 
ere surface to hurt the or metal to hurt tender little 
soles. 


growing feet! 


Even our friends making other types say we have a most WONDERFUL shoe. 


FO MBs RE en 





at a Seine 
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Special Displays Planned 
For Art Week in Boston 


Boston, Mass.—The notable ad- 
vance of applied art in industry, spon- 
sored by Dr. Julius Klein, Assistant 
Secretary of Commerce, is nowhere 
more adequately recognized than in 
Boston. Last year the first “Art 
Week in Boston” was observed and 
was so successful that it has been de- 
cided to repeat the observance March 


The affair will be under the joint 
auspices of the Boston Chamber of 
Commerce, and the various local art 
groups with the shoe and leather 
trade’s participation in charge of Sec- 
retary Thomas F. Anderson of the 
New England Shoe and Leather Asso- 
ciation. In this connection Mr. An- 
derson has sent the following circular 
letter to the retail shoe merchants of 
Boston: 

“Our city, proud of the fact that it 
is the best shoe fitting community in 
the world, is to have a second annual 
‘Art Week in Boston,’ March 2-8, 1930, 
in which every retail shoe dealer in the 
metropolis is cordially invited to co- 
operate. The writer has been desig- 
nated by the General Committee to be 
responsible for the proper participa- 
tion in this attractive observance of 
the leather and footwear industry 
here, and feels sure of having the aid 
of our merchants to the extent of 100 
per cent. ‘ 

“The week’s program will include 
elaborate window displays of merchan- 
dise by the retail merchants of the 
city; a special display by Jordan 
Marsh Company; an art and style’ con- 
ference under the auspices of the 
Massachusetts Federation of Women’s 
Clubs, advertising art displays, a 
special display by the Fine Art Group, 
displays in private schools, displays 
and speaking in all public schools, and 
a big meeting at the Art Museum. 

“We confidently expect that all who 
receive this bulletin will immediately 
arrange for a suitable and artistic dis- 
play of footwear, buckles, ornaments, 

osiery, backgrounds of _ colored 

leathers, leather bags, etc., with an ap- 
propriate card announcing Art Week 
in Boston. 

“There will be abundant opportunity 
for the exercise of individual ideas, and 
the net result will be a big boost for 
footwear and accessories, as well as 
the pleasing consciousness of having 
cooperated in a worth while movement. 
This event happily comes between your 
Christmas and Easter season dis- 
plays.” 


Brockton Shipments 
Show Continued Gains 


BrRocKTON, Mass.—Shoe production 
at this center, which started off the 
first week in January with shipments 
of only 5500 cases, has so steadily in- 
creased during recent weeks as to 
bring the total for the first month 
of tie year to 41,326 cases, as compared 
with 39,944 cases for the corresponding 
period of a year ago. 

For two successive weeks, the ship- 
ment total has passed the 9000 mark 
whereas in all of January, 1929, that 





figure was not reached. 
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International President 
Rose from Ranks 














William H. Moulton 


William H. Moulton, who began his 
career in the shoe industry as an of- 
fice boy, is the new president of the In- 
ternational Shoe Co. He was elected 
recently to succeed Frank C. Rand, who 
was chosen chairman of the board. The 
International company is capitalized at 
$243,600,000. 

Moulton started as office boy for the 
old George H. Burt Shoe Co. of Brook- 
field, Mass., going to St. Louis in 1908 
to become associated with the Roberts- 
Johnson-Rand Shoe Co. Since the or- 
ganization of the International Shoe 
Co. in 1911, he has been at the head of 
the manufacturing department, which 
last year produced more than 54,000,000 
pairs of shoes. He was elected vice- 
president in 1912. 





Some Chains Showed Losses in 
January; Others Gained 


NEw YorkK—The Melville Shoe Cor- 
poration reports a decrease in January 
sales of about 6% per cent as compared 
with January a year ago. Total sales 
were $1,474,026 against $1,569,926. 

G. R. Kinney Company also reports a 
loss of $64,117 in volume, or 5.73 per 
cent for last month. Sales were $1,- 
—_—" as compared with $1,116,505 in 
1928. 

The Berland Shoe Stores had an in- 
crease of 7 per cent, sales being $247,- 
549 against $231,274 a year ago. 

The Physical Culture Shoe Stores 
closed January with a gain, while 
others reported business on a par with 
last year. 


To Manage Shoeland 


Tucson, Ariz. (UTPS)—R. P. Bro- 
gan, formerly owner of a shoe store 
in this city and more recently manager 
of the footwear department in the 
Montgomery Ward & Co. retail branch 
in Phoenix, has returned to Tucson to 





assume active management of the 
Shoeland store on East Congress 
Street. Mr. Brogan had years of ex- 


perience as a traveling shoe salesman. 
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For SPORT 
HIKING 
AVIATION 


d-STYLES-5 


Genuine Good- 
year Welts 
Suitable for 
members of 
the Girl Scouts 
and Camp Fire 
Girls Organiza- 


tions. 


Wonderful 
Fitters 
Flexible Oak 
Soles 
Steel Arch 
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All Five Models 


In-Stock 
The Year Round: 


No. 312—Camel Blk, 14”, $5.70 
All eyelets—leather sole 


No. 315—Coffee Elk, 14”, $5.70 

Eyelets and hooks—leather sole 

No. 316—Black Elk, 14”, $5.70 
All eyelets—leather sole 


No. 318—log Cabin Elk, 14” 
$5.70 
Eyelets and hooks—leather sole 


No. 317—Camel Elk, 8”. $4.60 
All eyelets—Gristle rubber sole 
and heel 


SIZES 
5/8 AA and A 

4/8 B 
2%/8 C and D 


Terms 5% 10 days, Net 30 
Write for 


Sample Pairs 
or Folder 


"THE JUVENILE SHOE CORPORATION 
OF AMERICA 
Aurora Missouri 


Makers of the famous Kewple Twins Health 
Shoes for Children, also Sportwalks — smart 
lightweight welts for college girls. 


















Leather Sole 
Hand Turn 





Available in Red, Black, Green, 
Blue, and Purple kid, also Black 
Satin and Patent lined with 
light colored Satin. Fits the 
foot like a dress shoe has bou- 


IN STOCK 


Every pair of Daytime Slippers 
carries first quality upperstock, 
genuine leather counters, extra 
fine leather soles, and natural 
finish. Every pair is made on 
a combination last by skilled 
Italienne turn shoemakers. 


Daytime Slippers fill a definite 
need in the American home. 
Shoe stores can build up an 
extra pair business on them. 
That means extra profits. 





Available in Black, Blue and 
Red kid, also Patent, genuine 
kid lining, 13/8 full Spanish 


doir comfort, with a 13/8 heel, perfect fit. 


Cuban Heel. 


In Stock A, B & C $3.00 
In Stock A & C $2.65 














SACHS ano VIGORITH, INC. 


1401 Central Parkway, Cincinnati, Ohio 
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IRONAD BOX TOES 


TRADE MARK 
A Product of Adams Mfg. Co. Est. 1829 






“Tronad Box Toes Used in Our Line of 
JUNIOR ARMY SHOES.” 


MUNICIPAL SHOE CO. 
335 McGibben St., Brooklyn, N. Y. 


A better toe means a better shoe 
Ironad Boxes give you better toes. 


DAVIS BOX TOE COMPANY 


Manufacturers of Ironad Boxes 


60-62 Franklin St., Brooklyn, N.Y. 








AGENCIES 
CANADA ST. LOUIS CHICAGO 
One of the McDowell & Lincoln Steis & DeMunsch Co. Howard Irwin 
362 Notre Dame St., W. 2620 Cherokee St. 208 No. Weils St. 
Junior Army Shoes Montreal St. Louis Chicago 
A Stitchdown NEW ENGLAND CINCINNATI 


Martineau & Burke Aughinbaugh & Wortman 
44-46 Lincoln St. 1111 Syéaiiore St. 
Boston Cincinnati 


designed for 
active feet 
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Dunn & McCarthy Open New 
Binghamton Factory 


BINGHAMTON, N. Y.—Dunn & Mc- 
Carthy, makers of “Enna-Jettick” wo- 
men’s and misses’ footwear, have just 
opened their new $100,000 factory here, 
rushed to completion during the last 
three months. This is the third build- 
ing project undertaken by this com- 
pany in its local expansion program 
during the last year. 

Having used all available ground at 
its main plant on Industrial Avenue by 
the construction of two additions last 
year, the company purchased 12 acres 
of ground in an industrial section of 
the city last fall, for carrying out its 
program of building. It was a portion 
of this site that was used for the new 
one-story brick and steel factory, in 
which 1000 additional workers are to 
be employed. 

The new building is approximately 
250 feet square and is located near the 
lines of the Lackawanna and Delaware 
& Hudson railroads, with easy switch- 
ing facilities to these roads and to the 
Erie system here. 

Dunn & McCarthy now have a large 
amount of ground for the addition of 
more factory units, as required. When 
the new plant reaches full production 
the company will have a force of 3700 
workers in the Binghamton factory 
factory units alone. The company also 
has plants in Auburn, N. Y., and in 
Maine. 


Agrees with Henry Ford 


LYNN, Mass.—James M. Daly, presi- 
dent of the employee-owned Golden Rule 
Shoe Co. of this city, stated last week 
that the prejudice against the older 
worker in industry has been built up on 
false ideas of efficiency. In this state- 
ment he agrees with the viewpoint of 
Henry Ford, whose similar opinions 
were given wide publicity recently. 

Mr. Daly believes that the older man 
is one of the most valuable assets in the 
shoe industry. He himself, at the age 
of 45, assumed control of a small shoe 
factory at the request of his fellow 
workers and in 6 years built it up to 
a point where 2,000 workers are em- 
ployed in four plants, with an average 
daily output of 12,000 pairs of shoes. 

“T hired a man last week who is 65 
years old, and some of our most reliable 
employees range in age from 50 to 75 
years,” he said. “We pay better wages, 
operate on a five-day week plan, and 
pay regular dividends of from 7 to 10 
per cent. All this in spite of the fact 
that older workers constitute a large 
part of the working force. 


Will Make Men’s Matrix Shoes 


ROCHESTER, N. Y.—E.. P. Reed & Co., 
manufacturers since 1866 of women’s 
shoes and exclusive makers of “Matrix” 
shoes for women, have announced that 
they have licensed the Heywood Boot 
and Shoe Co., of Worcester, Mass., to 
manufacture men’s “Matrix” shoes 
under the patent rights of Oliver E. 
DeRidder, president of the Reed cor- 
poration. The Heywood company has 
an unbroken record of manufacturing 
since 1864. 
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Correct Sport Ensemble 











Peel oxfords are worn with white 

shirtwaist dress and red belted 

Cardigan jacket to complete this 

golf costume featured at the Amos 

Parrish Fashion Merchandising 
Clinic 


Field Bros. Election 


BROCKTON, Mass.—Walter Preston 
Field has been reelected president 
and treasurer of the Field Bros. Shoe 
Co., whose plant is at East Bridge- 
water, by the annual meeting of the 
stockholders. Other officers named 
are: Ernest E. Field, vice-president 
in charge of the plant and production; 
Richard P. Whitman, vice-president in 
charge of sales; Charles J. Grady, as- 
sistant treasurer, and Mabel R. Bo- 
gren, clerk. 

Mr. Whitman will succeed Paul 
Mitchell, who severed his connection 
with the company some weeks ago, and 
Ernest Field takes over produc- 
tion supervision, succeeding Horace 
Mitchell, who retired in November. 
Directors chosen are Walter Preston 
Field, Ernest E. Field, Leslie N. Hunt, 
Richard P. Whitman and Charles J. 
Grady. At the present time the fac- 
tory is operating at 65 per cent ca- 
pacity, with prospects of increased 
production soon. 
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Ou -A 
Wear Straight 
Shoes 


In Stock 


A Police Shoe 


built on real 
orthopedic principles 


—and built of highest quality 
materials from laces to the 
double thick soles. Gives un- 
usual comfort under hard wear. 
Both inner and outer longi- 
tudinal arches are supported by 
broad steel shank. A _ solid 
leather insole, shaped to bottom 
of foot, gives support to meta- 
tarsal arch. No cork filler used, 
the shoe cannot lose its shape 
when fitted to correct width. 


Stock Numbers—In Stock 
777-DS—Blk. Evans Heavy Kid ‘ 
666-DS—Blk. Rueping’s Heavy Calf.... 4.60 
10-DS—Blk. Cif. Barbour Stormwelt... 4.85 
11-DS—BIk. Barbour Stormwelt 

Long Ctr 


Orthopedic 
Last in a 
Dress 


Shoe 


70—Bik. 
870—Blk. 

90—BIk. 

95—Tan 


Evans Ruby Kid 

Kid, Arch-Support Insole.... 4.85 
Mellow Kaffor-Calf 

Mellow Kaffor-Calf.......... 4.60 





Terms: 2% 20 Days, 30 Days Net 


MUSEBECK 
DANVILLE, ILLINOIS 












Beige Claire Gains 
Acceptance; Lasts 
Are Style Problem 


St. Louis—Business continues spotty 
in the wholesale district, with ship- 
ments receiving some setback in the 
—— line houses compared with the 

gures of 1929. Apparently January 
will reveal the volume of shipments be- 
low the mark of a year ago. Many 
reasons are advanced for this situation, 
one being that of the heavy weather 
which prevented both salesmen and con- 
sumers from negotiating the blocked 
highways. 

Orders from the salesmen are im- 
proving with some institutions. Febru- 
ary and March are expected to be the 
outstanding months ahead and it is 
believed the slight recession being ex- 

erienced at present will be overcome. 

here is a persistent demand for black 
dull kid shoes. This is explained as a 
reflection of the weather. When the 
snow and ice disappear and the sun- 
shine appears it is believed there will 
be increased demand for the light 
colored kid shoes. 

Beige Claire leads the style proces- 
sion with a rather healthy buyer ac- 
ceptance being recorded. The matter 
of color is not the most important 
factor giving stylists their problems. 
Lasts are puzzling. Early indications 
were that narrower toes would sup- 
plant the rounded types. A good de- 
mand still exists for the rounded toes, 
with buyers insisting upon this type of 
last. The reasons offered are the re- 
sistance still being felt for long dresses, 
which the younger girls in some locali- 
ties are refusing to accept. The teen- 
age girl is demanding rounded toes and 
still prefers the short skirts, according 
to reports being received by the stylists. 

Block heels and square toes are re- 
ported big. One house reported this 
type outselling a narrower toe last 10 
to to 1. Side trim pump patterns lead 
in patterns. Straps are strong in square 
toes and block heels. 





January Retail Trade About 
On Par With 1929 


New YorkK—Retail shoe stores report 
trade for January about on a par, or 
slightly below, a year ago, although 
profits may have been somewhat lower 
because of rather widespread and dras- 
tic reductions in prices. 

Efforts to stimulate sales have 
brought results, and retailers have 
found that people seemed to have 
plenty of money to spend when they 
wanted to take advantage of any ex- 
ceptional values. 

Several chains found volume quite 
satisfactory, with totals as high as 10 
per cent over January, 1928, but in each 
case, these stores resorted to special 
advertising campaigns, with sale prices 
somewhat lower than usual. Other 
stores, which took no extra steps other 
than their regular January sale, re- 
ported a loss for the month, but a loss 
no larger than has been experienced in 
other Januarys. 

On the whole, retailers reduced stock 
to a low point, and’ are satisfied with 
conditions in the trade. 





Acquires Controlling 
Interest 














W. T. Dickerson 


Dickerson to Head Former 
Riley Shoe Co. 


CoLUMBUs, OHIO—W. T. Dickerson, 
who recently resigned as vice-president 
of the Julian & Kokenge Company of 
Cincinnati, O., and manager of the 
Lape & Adler Company, has decided to 
continue in the shoe industry, having 
purchased the controlling interest in the 
Riley Shoe Company. 

Mr. Dickerson has accepted the presi- 
dency and general management of the 
Riley Company, and is to take charge 
at once. The companv will feature 
Goodyear Welt Shoes under its old 
trade mark name, Arch Relief, to retail 
at $6.50, $8.50 and $10.50. It will also 
specialize on compo process shoes re- 
tailing at $7.50 and $8.50. The name 
of the firm will be changed to the Dick- 
erson Shoe Company. 





D. C. Larson to Manage 
Butler Shoe Department 


MINNEAPOLIS, MINN. (UTPS)—But- 
ler Brothers are installing a shoe de- 
partment in their store here. General 
Manager B. W. Cunningham made the 
announcement just before the semi- 
annual Twin City Market Week, in 
which all the shoe manufacturers and 
wholesale houses will participate, end- 
ing Feb. 8. 

D. C. Larson, seasoned shoe man, is 
to be shoe manager. He leaves his 
position as representative for the In- 
ternational Shoe Co. of St. Louis. Mr. 
Larson was at one time timekeeper for 
Foot Schulze & Co., St. Paul, then in 
the production department, and for 
three years assistant salesmanager; 
later with C. Gotzian & Co. in the pro- 
duction department, and had to do with 
the warehousing and merchandising 
goods as assistant to the president of 
the company. 

The lines will be complete in -time 
to be in the March catalog, shortly be- 





fore March 1. 
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New Hide Price Differentials 
Announced 


NEw YorK—The adjustment commit- 
tee of the New York Hide Exchange 
last Friday announced price differen- 
tials between the basis grade and the 
premium and discount grades of hides 
which may be delivered against Ex- 
change contracts. These differentials, 
effective Feb. 7, are as follows: 

Frigorificos—Steers, 2.30 cents per 
pound premium; light steers, 0.15 cents 
premium; cows, 2.05 cents premium; 
extreme light cows and steers, 1.15 
cents premium. 

Packer Hides—Heavy native steers, 
2.30 cents premium; extreme light na- 
tive steers, 0.60 cents premium; heavy 
native cows, 0.55 cents discount; light 
native cows, basis grade; heavy butt 
branded steers and heavy Texas steers, 
1.70 cents premium; heavy Colorado 
steers, 1.15 cents premium; light Texas 
steers, 0.60 cents premium; extreme 
light Texas steers and branded cows, 
0.55 cents discount. 

Packer Type—Branded cows and 
steers, 1.70 cents discount; native cows 
and steers, 0.55 cents discount. 

The above differentials are based on 
hides taken off in the United States and 
Canada in the non-discount months of 
July, August and September, and on 
hides taken off in the Argentine in the 
non-discount months of December, 
January and February. Differentials 
on frigorifico hides are based on deliv- 
ery ex-dock including freight, insur- 
ance, weighing, bundling, taring and 
financing. 





To Make Shoe Shanks in 
Savannah 


SAVANNAH, Ga. (UTPS)—The 
United Shank & Findings Company of 
Whitman, Mass., a subsidiary of the 
United Shoe Machinery Company, Bos- 
ton, Mass., has completed arrangements 
for the erection of a factory here for 
the manufacture of shoe shanks, ac- 
cording to an announcement by E. R. 
Laird, the general manager. The total 
investment will be in the neighborhood 
of $100,000, Mr. Laird stated. 

Mr. Laird, accompanied by H. C. 
Farrell, engineer for the United Shoe 
Machinery Company, came to Savannah 
several days ago and closed the deal 
for a suitable location with the Pier- 
pont Manufacturing Company, known 
as the old Southern Box & Lumber 
Company, whose plant is situated near 
the city on the Louisville road. The 
buildings now standing on the site will 
be razed and a modern factory erected 
in the near future. It is expected that 
clearing operations will begin without 
delay and actual manufacturing op- 
erations will be started as soon as pos- 
sible. 





Veteran Shoe Merchant Dies 


MILWAUKEE — Theodore Stress, 69, 
veteran shoe merchant of Jefferson, 
Wis., died at his home in that city 
Jan. 31. Mr. Stress lived in Jefferson 
all his life and learned the shoemaker’s 
trade at the age of 17. He conducted 
a retail shop in that-eity for the past 
52 years. He is survived by his widow, 
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five grandchildren and two sisters. 
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| IN STOCK 


THE YOLANDA 
743 — Black Satin Kid — $5.75 
Genuine Python Trim 

674—Sierra Brown Kid—$6.00 

Brown Calcutta Lizard Trim 

ey 6-9; AAA, 5-9; AA, 
4-9; A, 4- 9; B, 3-9; C, 2%-9. 

. ast 4 Hee 115 Louis Wood 








. IN STOCK 


THE ANGELA 
650—Sierra Brown Kid—$6.00 
758 — Black Satin Kid — $5.75 

Lizard Calf Straps—Long 

Inside Counters 

AAA, Ry AA, 4%-9; A, 4-9; 
B, - C, 2%. -9; D, 3%-9. 
Last my Heel 1 14 Cuban Wood 






THE CORINNE 
606—Sierra Brown Kid—$6.00 
Snake Calf and Almora 
Kid Trim 
611 — Sun Tan Kid — $6.00 
Calcutta Lizard Calf Trim 
770 — Black Satin Kid — $5.75 
Black Lizard Calf Trim 
AAA, 5-9; AA, 4%-9; A, 4-9; 
B, 3-9; C, 2%-9. 

Heel 15 Louis Wood 






































Last 7 
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THE ELOISE 
764 — Black Kid — $4.90 






















































THE FQY AAAA, 6-9; AAA, 5-10; AA, , ; 

688 — Almora Kid — $5.65 4%-10; A, 4-10; B, 3-10; C, THE MILDRED 
Calcutta Lizard Calf Trim 2%-10; D, 344-10; E, 4-9; 491—Maron Willow Calf—$5.65 
6 — Black Kid — $5.40 2-9. Sand Willow Calf Quarter 
"ha Rajah Lizard Calf Last 81 Heel 13% Leather, Two-Tone Leather Tailored 

Trim Rubber Lift Bow 

A. BB: Al Y A, 4-8; 692 — Almora Kid — $5.90 AAA, 5-9; AA, 4%-9; A, 4-9; 

canoe B, 58; 3:8 AAAA, 6-9; AAA, 5-9; AA, B, 3-9; C, 214-9. 


444-9; A, 4-9; B, 3-9; °C, 2%-9. 


Last 7 Heel 14 Cuban Wood Last 4 Heel 14 Cuban Wood 


Heel 15 Roman Wood 





Last 4 
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87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


act 


KUMFORT-ARCH SHOE 





POCKLANO, MASE 








hls STEADY PROFITABLE 


BUSINESS IS WANTED SELL- 
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(P).. A. PACKARD DCO., watmn (P) 

















NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 





















Alexander to Help Promote 
Enna Jettick Shoes 


AUBURN, N. Y.— . - 
Advertising Man- 
ager Lawrence W. 
Jones of Dunn & 
McCarthy, Inc., 
Auburn, announces 
that Charles W. 
Alexander, who for 
many years had 
charge of the ad- 
vertising depart- 
ment of the United 
States Shoe Co., 
Cincinnati, and 
who more recently 
has been in the ad- 





Charles W. Alexander 


vertising business for himself, has just 
joined the Dunn & McCarthy’ s promo- 
tional and advertising department to 
help promote their Enna Jettick shoes. 

Mr. Alexander is well and favorably 


known in the shoe trade. Some years 
ago he was promotion manager for 
Bird & Son, Inc., of East Walpole, 
Mass., and later was educational di- 
rector for Field & Flint Co., Brockton. 
His many contributions to magazines 
on sales and advertising subjects have 
made him widely known. 





Increase in Rochester’s Orders 


ROCHESTER, N. Y.—AIl of the Roch- 
ester and neighborhood shoe factories 
report an increase in orders for spring 
shoes the past week. Collections, which 
have been universally backward, have 
improved some but are not yet parallel 
with the amount of new business being 
placed. Light shades of kid calf pumps, 
one-straps, T-straps and ties are the 
outstanding numbers in most orders. 
Patent seems to be practically dor- 
mant, save in shoes for children. 





Appointed Merchandising and 
Style Director 


Boston—The Ault-Williamson Shoe 
Company, manufacturers of women’s 
turn shoes, and the Ault-Shackford 
Shoe Company, manufacturers of wom- 
en’s Goodyear welt shoes, Auburn, 
Maine, announce that Edward Warn- 
shuis has been engaged as merchandis- 
ing and styling director of both com- 
panies. 

Mr. Warnshuis is widely known in 
the shoe and leather industry through 
his twelve years’ connection with Mar- 
shall Field & Co. of Chicago. His ser- 
vice with this great Chicago retail 
establishment covered all departments 
of the shoe business. For seven years 
he was manager and buyer of the base- 
ment department and was the head as- 
sistant in the upstairs department. 
For nearly a year he had been division 
manager and manager of the shoe de- 
partment for Rike, Kumler Company, 
Dayton, Ohio. 

Mr. Warnshuis’ work with Ault- 
Williamson Shoe Company and Ault- 
Shackford Shoe Company will include 
balancing, styling and merchandising 
the two lines. His long and highly suc- 
cessful retail experience qualifies him 
in an unusual degree for this work, and 
will result in a closer tie-up between 
these companies and their customers, 
and practical recognition of the im- 
portance of the retailer’s problems and 
point of view in his relation with the 















Color Correlation Chart 


NEw YorK—Margaret Hayden 
Rorke, managing director of the Textile 
Color Card Association has issued the 
association’s Color Correlation Chart 
for the 1930 spring and summer sea- 
sons. 

The chart will serve primarily as a 
guide to retailers in effecting the cor- 
rect color coordination between the 
costume, the hat, and other comple- 
ments of the ensemble, such as the 
shoes, bag, gloves and hose. It is to 
be used in conjunction with the 1930 
spring season color cards already is- 
sued by the association. The colors 
referred to in the chart appear, with 
few exceptions, on the cards. Included 
in the list are the shades which lead- 
ing apparel industries have chosen for 
spring and summer promotion. 

The outstanding color families for 
daytime and evening wear are divided 
in groups according to their cast, and 
for each group are suggested the 
fashionable shades in shoes, hosiery and 
other accessories, which properly 
match, blend or contrast with the dom- 
inant color note of the costume. 

Blues for example, are classified in 
darker street tones as to greyed blues, 
violet blues, pulplish blues and navies, 
while the lighter blues for sports and 
resort wear, include sky and baby blue 
types, aquamarine and turquoise. 

A special feature of the chart is a 
collection of fashionable bi-color themes 
adaptable to town, sports and beach 
wear. The darker ground colors such 
as blue, green, brown and black are 
subdivided as to cast, and for each im- 
portant color path are listed the vari- 
ous lighter tones which smartly blend 
or contrast. For example, kyoto blue 
is allied with linen blue, viking brown 
with beige clair, and black with cloud 
pink. 

From a merchandising angle, the 
chart is designed to assist the retailer 
in carrying out an effective color cor- 
relation plan in the apparel and cos- 
tume accessory departments of the 
store. It is intended as well as a guide 
to the sales staff in assisting the cus- 
tomer to choose accessories in the cor- 
rect colors to complete her ensemble. 





Sixty Years Selling Shoes 


Marion, OH10—John H. Stoll, presi- 
dent of the John H. Stoll Shoe Com- 
pany, has just celebrated his seventy- 
sixth birthday and his sixtieth anni- 
versary as a shoeman. He started in 
January, 1870, as one of three partners 
in the store of Stoll & Terpany. The 
Marion Star gave him a front-page, 
four-column story with an illustration 
of his store as it appeared in 1880. 
Mr. Stoll says that in 1870 all shoes 
were made by hand. Then all men 
wore high boots with pull straps. There 
were no rubber boots. Overshoes were 
made of buffalo skin with the hair on 
the inside. Mr. Stoll is hale and hearty 
and attends to business every day. 





Jerry Rickard Goes With 
Schlesinger 


OAKLAND, CaL. (UTPS)—B. F. 
Schlesinger & Sons, Oakland, have 
secured the services of Jerry Rickard 





manufacturers. 
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Thom McAn Stores to Test 
Wear of Soles 


NEw YorK—An experiment to test 
the wear of the soles of their shoes is 
to be conducted in each of the 250 cities 
where the Thom McAn chain has stores 
established. Postal Telegraph boys will 
be fittted with standard shoes by this 
company, and will carry pedometers to 
check the record of each pair. In Chi- 
cago, where Telegraph girl messengers 
are employed, these girls will also be 
fitted with shoes in the same way. 

It is estimated that the mileage of 
a pair of these shoes is about 1050 
miles, and officials of the chain, in com- 
menting on the test, state that a pair 
of shoes worn for 1500 miles is sub- 

ected to more pound pressure than the 
weight of the largest ocean liners, re- 
gistered at 59,000 tons. 





New E-J Rubber Factory 
Nears Completion 


BINGHAMTON, N. Y.—Endicott-John- 
son Corporation, which already has 25 
shoe factories and tanneries in this 
community, will complete its $350,000 
new rubber footwear plant about 
March 1, and plans to inaugurate 
manufacturing operations as soon as 
the building is ready. 

The building is of brick and steel, 
five stories in height and located in 
Johnson City. It is 60 ft. wide, 240 ft. 
long, and will furnish employment for 
600 workers. 

George F. Johnson, president of the 
corporation, in a statement to stock- 
holders recently, said the growth in 
sales of rubber footwear manufactured 
in the “Paracord” plant, completed in 
Johnson City two years ago, has justi- 
fied the construction of the new plant 
to be opened in March. 


Unfavorable Weather Slows 
Up Retailing 


St Louis—The brightest business 
note of the retail shoe business for the 
month of January was the excellent 
opportunity afforded merchants for 
cleaning up their stock, particular- 
ly that part of it, which in many in- 
stances, was carried over from last 
year. 

Sales were not good for January. 
True, many stores sold volumes of rub- 
ber footwear, but the unit sale was too 
small to make up the loss suffered in 
leather footwear. Inventories are in 
excellent shape, but weather of the 
worst kind retarded business. The buy- 
ing public refused to brave the ele- 
ments and this accounted for the loss 
of sales. 

Encouragement is found in the fact 
that the two days of the past week 
which were warm with sunshine, busi- 
ness was much better. Beige Claire is 
anticipated to be the best Spring sell- 
ing color. Merchants have supported 
their judgment with orders, and all of 
the smart operators continue to believe 
this will lead the style procession for 
early Easter buying. 

The top grade stores at present are 
selling plenty of blacks. Shoes of this 
type, it is reported, are being matched 
with the present vogue of black cos- 
tumes. 
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Lilly Leather Co. 
Recently Organized 


Boston, Mass.— 
A recent addition 
to the tanning con- 
cerns of the United 
States is the Lilly 
Leather Co., with 
headquarters at 
192-194 South St., 


Boston, and tan- 
neries at Woburn, 
Mass. 

This company 


has been formed to 
produce the same 
leathers formerly 
manufactured by 
the Barnet Leather 
Co., and will use 
the same trade names and trade-marks. 

C. Lilly, former president, and A. 
Stanley Downing, former treasurer of 
the Barnet Leather Co., retain the same 
positions respectively in the new con- 
cern, and Martin J. Gould is assistant 
treasurer. 

E. P. Douglas has charge of the sales. 
James A. Steen is manager of their Chi- 
cago office; C. A. Seiling, St. Louis, 
and L. H. Buse, Cincinnati. Mr. Sam- 
uelson will cover New York trade as 
formerly, and Walter Malowan will be 
in charge of the export trade at One 
Park Avenue, New York. 

Leathers produced will be patent 
sides, calf, elk and reptilian grains. All 
tanning operations will be under the 
direct supervision of President J. C. 
Lilly. 





J. C. Lilly 


President of the 
Lilly Leather Co. 


Shoemen Expect Long 
Season On Novelties 


LYNN, Mass.—Not even the optimists 
are claiming that January production 
this year is equal to that of January of 
last. The rising tide of imports and 
the recent stock market slump are both 
blamed. However, there are hopes of 
improvement, as the uncommonly late 
Easter of this year draws near, and 
some are expecting a long season on 
summer novelties, especially sport 
shoes. The Manufacturers’ Associa- 
tion continues to discuss with shoe 
workers new price lists for making 
lower grades of shoes. 

Among the new and interesting feat- 
ures in fashion is the development of 
Indian designs on sport shoes, such as 
the little patches of leather and the 
color thread stitching that is character- 
istic of Indian art in leather working. 
These shoes of elk have the moccasin 
style toes, and usually they have crepe 
soles, and are found mostly in the popu- 
lar grades. ‘“Kickapoos” is the name 
thrust upon them. 

There is an uncommon run on black 
kid shoes, with a satin or a mat finish. 
The better grades are of fine grain 
kid skins, with a dull finish that the 
tanner applied. Others are of glazed 
leather, whose luster is dulled down to 
the mat finish in the packing rooms of 
shoe factories. 

On the other hand, one of the fast 
style factories is cutting 80 per cent 
colors, and other are cutting 50, 60 and 
70 per cent colors. The beige tones are 
good for smart shoes, and the browns 
for the modest fashions, and the blues 
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WHERE TO BUY 
Men’s Shoes 








“A MAN’S DECISION” — 
THE 


SHOE Old 


Beston—183 Essex Street ae! 
N. Y-—015-917 Marbridge Bldg. 














WHERE TO BUY 


Sport Footwear 


re MOCCASINS 


FOR MEN AND WOMEN 
, ‘The Sports Footwear 


7 Fashion endorses 
Bees ().H Bass & Co. wicron.me 
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Shoe Forms 
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TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 


Light, Inexpensive and 
Practically Invisible 





Linings case num- 
bers easily when 
tramsparent form is in 
shoes. Wri 








THE SHOE FORM CO., Auburn, N. Y. 
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Shoe Ornaments 








THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 


MANUFACTURERS 
SHOE ORNAMENTS 
nd 


a 
JEWELRY NOVELTIES 
EXCLUSIVE DESIGNS 

















WHERE TO BUY 
Men’s &@ Women’s 
Slippers 





* KENDALL 


“POMPOM” hk 

HOUSE 

suiPPER @===="™ 

FOR YOUR BEST CUSTOMERS 
A GOOD 


AND 
MONEY MAKER 
IN 








In Black 
Kid Only 
SEND FOR CIRCULAR 
OF KENDALL’S 
Dept. C 











KENDALL SHOE COMPANY 
* HAVERHILL, MASS. * 








MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 


WwW. S. CHASE & SONS 
Haverhill, Mass. 


Boston Office: Room 501, Statler Bldg. 





Prices from 
$2.15 to $3.50 














PARISTYLE FOOTWEAR MFG. CO., INC. 











The Last .° 
Word in “* N 
Slippers "wt 
TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 
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Store Fixtures 


NEW GOODWIN CATALOG 
STORE FIXTURES 
{1 STORE INSTALLATIONS 


616) 8) 


of SHO 


Hard Work Rewarded 


CINCINNATI—W. 
J. Harney, man- 
ager of the Flex- 
ridge Division of 
the United States 
Shoe Company, has 
also been made 
manager of the 
Air Mail Division 
of that company. 

Mr. Harney’s 
phenomenal suc- 
cess with the Flex- 
ridge Division is 
largely due to his 
hard work, ability 
as an organizer and general aggressive- 
ness and enthusiasm. This added re- 
sponsibility not only is a tribute to Mr. 
Harney’s success but is in keeping with 
the ideas of John G. Holters, president 
of the United States Shoe Company, 
whose policy is to promote hard work- 
ers within the organization rather than 
to go outside to employ executives. 

The entire personnel of the United 
States Shoe Company is greatly en- 
thused over this new management and 
there is no doubt that with this new op- 
portunity Mr. Harney will add greater 
laurels to his past success. 





W. J. Harney 











Mysterious Voice Stops 
Passers-By 


Atlanta, Ga. (UTPS) — “Hey, 
Bill, have a match!” 

This voice, emanating from a 
wooden figure in front of the 
Florsheim Shoe Store in Atlanta, 
Ga., has stopped many a passer- 
by dring the past two weeks. 

Each time a crowd has gathered 
to see what it was all about—and 
out of each of these crowds has 
come a number of new customers 
for the store, proving that clever 
“stunts” still have as much 
“pulling power” as ever with the 
public. 

The idea, which originated with 
Charles L. Crawley, one of the 
Florsheim store’s staff, is as 
simple as it is clever and effec- 
tive. 

Concealed in the figure, which 
is located in the entrance to the 
store and carries a shoe-box un- 
der one arm containing matches, 
is a loud-speaker. Connected with 
this, in the office of the store at 
the rear, is a microphone through 
which any salesman who happens 
to be idle for a moment may talk. 

From his station at the minia- 
ture “mike” the salesman can 
see what is going on at the figure. 

What is more, if the transom 
above the door is open, he can 
hear all that is being said. Which 
means that, if a man comes along 
whom he knows he can speak to 
him by name. And, if the man 
answers back, he can carry on a 
regular conversation—to the edi- 
fication, usually, of a large crowd. 
All of which has resulted in ma- 
terially increasing the sales of 
the store. ; 





Increase in Orders 
On High Style Footwear 


CINCINNATI, OHIO— Production in 
local shoe factories during the past 
thirty or forty days has been a little 
below normal. The average factory 
during the month of January operated 
from three to four days per week, al- 
though there were a few operating full 
time. 

Manufacturers specializing in foot- 
wear to retail at from $4.00 to $6.00 
have been busiest and one or two re- 
port that they are now sold up to the 
middle of summer. . 

Manufacturers of stylish footwear 
to retail at from $12.00 to $20.00 now 
have a sufficient amount of cutting on 
hand to enable them to run at near 
capacity for the next few weeks. It is 
noticeable in orders that have been 
booked since the first of the year that 
retail merchants are partial to tailored 
shoes, piped or lightly trimmed. Heels 
continue about average in height and 
vamps are preferably slender. High- 
cut pumps and low-cut straps are 
popular. 





Endicott-Johnson’s Increase 
in Shipments 914 Per Cent 


ENDICOTT, N. Y.—An increase of 9% 
per cent in shipments during 1929 as 
compared with 1928 is shown in a pre- 
liminary statement issued by George F. 
Johnson, president, and Bruce L. Bab- 
cock, treasurer, of Endicott-Johnson 
Corporation. The company’s ratio of 
current assets to current liabilities as 
of Dec. 31, 1929, was 8.2 to 1, as against 
4% to 1 as of Dec. 31, 1928. Inventories 
at the end of 1929 stood at $16,155,806, 
a reduction of $4,886,733 during the 
year. Bank indebtedness was $1,000,000 
as against $4,550,000 the previous year. 
The officials say the company is in the 
strongest financial position in its his- 
tory. 





Recovering from Auto 
Accident 


Worcester, Mass. (UTPS)—Samuel 
Horwitz, formerly of Lynn, but now 
president of the Headway Shoe Co., 
of Webster, is slowly recovering from 
injuries sustained in an automobile ac- 
cident in Oxford, Mass., Jan. 7. Mr. 
Horwitz’s name was on the danger list 
joe more than a week after the acci- 
ent. 





Sycle to Manufacture 


SALEM, Mass.—Sycle Shoe Co. is 
starting to make women’s novelty Mc- 
Kays in the Cass & Daly buildings on 
Goodhue Street. This’ firm is made 
up of Junius Sycle, of Richmond, Va., 
vice-president and southern salesman 
of the Washington Shoe Co.; Louis 
Kessler, factory manager and M. C. 
Cornez, treasurer of the Washington 
Shoe Co. of Lynn. The Washington 
Co. is liquidating. 


Walter E. Weimer Dies 


LEBANON, Pa.—Walter E. Weimer, 
president of the North Lebanon Shoe 
Factory, died Jan..29. He had many 
friends in the shoe industry who will 

















learn with deep regret of his passing. 
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Mail to Males Justified by 
Results 
(CONTINUED FROM PAGE 39) 


will usually make a sale. Giving 
clerks a special commission for help- 
ing dispose of these has helped a 
great deal, also. They think about 
them now. 

“Having only these few pairs at 
most, they can’t be placed in the win- 
dow, but they will sell readily if you 
can get them before those who can 
wear them. This helps us mate- 
rially, because in our sales we slash 
costs, for we will keep a clean stock 
at all costs; and through our spiff 
method we get, as I have heretofore 
stated, cost and overhead. 

“We have found that marking the 

rice on each pair of shoes is excel- 
fent salesmanship. It absolutely in- 
sures one pr ice. If a customer buys 
a dozen pairs of shoes we sell that 
customer at our one and only price. 
The prestige of the firm name should 
make certain that any attached price 
is correct. The price assures them 
that they are getting just what they 
pay for—noless. And this goes a 
good way in selling. 

“‘We find people have no very good 
conception of shoe values. Recently, 
for my own satisfaction, I put in con- 
spicuous places in the window two 
pairs of shoes: one, a $12.00 shoe 
marked $6.00; the other a $6.00 shoe 
marked $12.00, and not one person 
ever noticed it. 

“IT had expected it to cost me at 
least one pair of twelve-dollar shoes, 
but it didn’t. That is one reason why 
I like the price on every pair of shoes. 
People may have all sorts of confi- 
dence in the firm selling the shoes, 
but they don’t know shoes as a rule. 

“And last, but not least, in the suc- 
cess of our store, is the fact that we 
know at the end of each day, or could 
know by looking, just how much we 
have made for that particular day. 
Our records also show how much our 
sales are, how much our overhead and 
how much our stock cost us for our 
sales of that particular day.” 

Mr. Hertzler paused, and glanced 
the full length of his well-kept, at- 
tractive shop. A _ horseshoe display 
case, handsomely kept, stands at the 
front of the store back some twenty 
feet from the entrance. At the rear 
of this, back to back, are forty or 
more seats, hard put at times to take 
care of the customers and their 
friends; a balcony wrapping room; 
Mr. Hertzler’s desk at the rear; rows 
and rows of neatly kept shelves. It 
has a business-like air, the atmos- 
phere of the successful store that 
lacks the loose ends of failure. An 
atmosphere anyone would “feel” upon 
entering, so that I was prepared for 
Mr. Hertzler’s final statement: 

“When a man knows how he stands 
any day and every day, he’s in a 
pretty good position to check up on 
his mistakes before they are in any 
danger of becoming a habit.” 





Firm Name Changed 


NILES, OnI0—Pierce & Heinzelman 
have changed their firm name to Pierce 
& Gottron. Mr. Gottron is the son-in- 
law of David Richard, general manager 
of Lustig’s shoe store, Youngstown, 
Ohio. He is active in the management 
of the new firm. 
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W. P. Boll Heads 
Milwaukee Shoe 
Retailers Group 


MILWAUKEE—W. P. Boll, secretary- 
treasurer of the Campbell-Boll Co., was 
elected president of the Milwaukee Shoe 
Retailers’ Association at the annual 
meeting of that organization held Feb. 
6 at the Hotel Pfister. Mr. Boll suc- 
ceeds Henry LeMay as president of the 
association. 

Other officers named at this time in- 
clude A. O. Daniels, Walk-Over Shoe 
Store, vice-president; E. J. Schneider, 
treasurer, and W. F. Wuerl, who was 
reelected secretary. 

Directors elected for three years in- 
clude Charles E. Collar, G. L. Ripple 
and R. F. Kurz. Other directors are J. 
Geisinger, W. J. Muckle, T. H. Kuecker, 
serving for one more year and A. B. 
Caspari, J. A. Schumacher and W. Boll, 
serving for two more years. 

Discussion at the meeting centered 
about the tariff bill and it was stated 
that some relief was necessary. A 
luncheon was served in connection with 
the meeting and Mr. Boll was duly in- 
stalled as the new president of the or- 
ganization. 


Reports made at the meeting showed ; 


that the local association is expanding 
nicely and that 60 out of 100 shoe re- 
tailers in Milwaukee are members. 

It was moved and passed to send 
letters of condolence to the wife and 
family of K. J. Ripple, who passed 
away in January, as well as to the sur- 
vivors of R. C. Pohl, owner of the Cor- 
rective Shoe company, who died at his 
home here Feb. 6. 

Mr. Pohl had been in ill health for 
the past several months. He operated 
the shoe company for fourteen years. 
Burial took place at Brandon, Wis. Mr. 
Pohl is survived by his widow, Mrs. 
Mayme Comstock Pohl, three nieces and 
one nephew. 





Stern & Tannenbaum to Open 
33d Street Branch 


NEw York, N. Y.—Stern & Tannen- 
baum, whose main store is at 1586 
Broadway, are to open a new branch 
store, dedicated to the garment center 
industry, at 121 West 33d Street in 
about three weeks. The store will be 
beautifully furnished, with decorations 
in the modern style, and will feature 
women’s novelty shoes ranging in price 
from $10 to $18.50. There will be 
seats for 100 customers. 

The exact opening date will be an- 
nounced later. There will be a program 
of entertainment, with a band to pro- 
vide music, and a "number of well-known 
stars of the stage and screen have 
promised to attend. 


Kimberly-Clark Moves Chicago 
Offices 


CHICAGO, ILL.—The Kimberly-Clark 
Corporation recently removed its Chi- 
cago offices to 8 South Michigan Ave- 
nue, occupying a suite in the new Will- 
oughby Tower. Shoe retailers either 
located in or visiting Chicago are in- 
vited to these offices to inspect the re- 
sults in reproductive effects obtained 
in rotogravure sections in which Kim- 
berly-Clark paper plays a part. 
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WHERE TO BUY 
Ballet Slippers 
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The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rio Ave., Eagle Rock 


Los Angeles, California 





In Stock Black Ballet 
ippers 

Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 

BLOG SHOE CO., INC, 
147 Duane Street, 

New York City 














BALLET SLIPPERS—IN STOCK 


of the unusual kind 
Bi02 Bik. Kid Hand Turn 
Soft Toe 


Child’s 6 to 11—$1.35 
Misses 11% to2— 1.40 
Women’s 2% to8— 1.45 
Also Hard Toes 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet and Comfort Slippers 
241 No. 1ith St., Philadelphia, Pa. 
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Rights and Lefts 
Two Grades 








a1: so oe a5 ‘i mo 
1.30 1.25 


SUMNER 
4 Stock SMITH 

















825 West Monroe Chicago, Ill. 
Soft Toe 
Turn 
Ballets 
Black Kid 
Expertly Designed Misses & 
Women's Children’s 
in No. 100—Regular ...... $1.50 $1.40 
Stock No. 500—Buck Sole..... 2.00 1.90 
H. F. eAety SHOE CO., news 
915 Girard St., Chiea 








BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss. Childs 


600—(Top Grade) 3.98 1-33 1.45 
60 1.30 1.25 1.20 


Coast Prices Slightly Higher 


Brooks Shoe Mfg. Co. 


Philadelphia— 
Swanson and Ritner Sts. 


Los Angeles—1162 So. Hill St. 







IN 
STOCK 















WHERE TO BUY 
Spats 
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SPARTON 
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This new 
idea in spats 
this fall will 
make you 

profits. BEFORE AFTER 
Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 





Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 


BOND STREET 
hous 








ally advertised. 

Write for price list and samples. 
THE ‘WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 





Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 

LYONS & COMPANY 
122 Duane Street New York, N. Y¥. 








DUNHILL SPATS 

TOPS THEM ALL 

IN STOCK NOW 

All Selling Colors 

$0.50 to $36.00 per dozen, 
Samples on Request 

STAR FOOTWEAR MFG. 


Howard and ‘Norris Sts. 
Philadelphia 



















To insure imme- 
diate delivery—we 
maintain «a com- 
plete stock of fine 
spats to retail from 
61.50 to $5.00. 


Send for price 
list. 
S. Rauh & Co. 


650 Sixth Ave. 
New York City 





Billy Rogers—Shoe Merchant 


(CONTINUED FROM PAGE 67) 


father and was shocked to note how 
frail he looked. Somehow he had 
never thought about the possibility of 
illness, and here it came on him just 
at the very worst time. But he must 
be cheerful for his mother’s sake. 
The next morning his father was 
worse, but Billy had to go to the store. 
Jack Brinstead was due to start that 
morning and, of course, he had to be 
there. “I wish I worked for Parker 
right now. I could take a few days off 
then. Now I’m a boss I find the busi- 
ness is a damn sight harder driver 
than any ordinary boss could be.” 


H°w Billy “ gg aay the day he did 
not know. Jack, who arrived on the 
job early, saw that his young boss was 
worried and did what he could to cheer 
him. The light fixture people were 
working on the new installation and 
that added to the mental confusion. 
But Billy stuck it out. At five-thirty 
he literally ran home. The doctor was 
there and to Billy’s great relief re- 
ported a slight improvement. Then 
Billy hurried to see June and cheer her 
up a little. When he finally got to his 
room that night at eleven-thirty he 
sank on his bed, his distracted nerves 
gave way and he cried! 

He wiped his eyes and _ scowled. 
“You big damn fool, you,” he muttered 
to himself. “Blubbering like a kid be- 
cause a few things have gone wrong. 
Got no guts, that’s what’s the matter 
with you, Billy Rogers.” 

He felt better after he had thus 
scolded himself and soon went to sleep. 
It was his first experience of the 
tumbling down of his normal happy 
existence. It was the first time that 
the ugly head of illness plus real busi- 
ness trouble had interfered with the 
orderly course of his life. Yet it was a 
test that has to come to every business 
man; he may have sorrow or death or 
any other disaster, but he must face 
the world with a calm countenance 
even if not with a smile. Billy was to 
learn that business life is not merely 
buying and selling, but that life and 
love and trouble and death run through 
the pattern like the warp and woof in 
the fabric of life. 

How Billy got through that week he 
never knew. Jack Brinstead took hold 
manfully and with the help and advice 
of Acks proved quite useful. Morland 
came out with another big circular of- 
fering values beyond anvthing that 
Billy could offer. The sales were off 
twenty per cent again. The light fix- 
ture people seemed to be having 
trouble and told Billy that they were 
afraid it would take an extra week to 
get everything working. 

And the following Sunday Billy’s 
father went to sleep. Parker 
was away, as well as Wise, so Billy 
had to do the best he could. He had 
one ray of cheer, Captain Jacks. Billy 
dropped into the store the day of the 
funeral and there was the dear old cap- 
tain, selling shoes! 

He looked at Billv and then growled. 
"You better get out of here. We can 
do all right. Now beat it, we’re busy.” 

“All right, if that is how you feel.” 
Billy smiled, but his lins twitched. He 





left the store and returned to his 
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mother. To his great comfort June 
was there. The doctor said it was all 
right for her to get out a bit, she said. 

Another week passed before Billy 
was really able to take hold. He 
seemed to awaken from a daze and 
looked around the store as if it were a 
strange place. In one way it was, for 
the new lights were installed, and the 
difference was remarkable. What was 
more to the point, business had im- 
proved definitely since the installation. 
Going to lunch that day, Billy ran into 
his old competitor, Morland. He 
wished he could avoid him just then; 
he was not yet up to fighting, but to 
his surprise Morland walked up to him 
and said: 

“Rogers, will you mind if I tell you 
how sorry I was to hear of your old 
man’s death. Pretty tough on you, but 
I wish you good luck.” He held out his 
hand and Billy shook it warmly. 
“Thanks, Morland. It’s awfully decent 
of you.” Then they parted. 

A week later Parker and Wise re- 
turned. Professor Brinstead also 
stopped over for a night to see how the 
new arrangement was working. Billy 
wondered why it was that when you 
want people they are never there. 
But Billy was not the first man to won- 
der that! 

Peppery old Captain Jacks refused 
to accept any pay for the ten days’ 
work he put in the store while Billy 
was so worried. He threatened to 
knock Billy’s block off if he mentioned 
it again. But June was now back at 
the store in the evenings. She went up 
to the fine old captain and standing on 
tip toe, kissed him. He looked at her 
and laughed. “You can’t wheedle me, 
young woman.” 


Bur it was a new Billy that took hold 
of the store. He looked the same, and 
talked the same, but it was a quieter, 
more mature man who took the place 
of the former happy-go-lucky young 
fellow. Billy had come through his 
first real sorrow and his first real busi- 
ness worry with a stronger moral 
fiber. He was beginning to learn that 
it was just such experiences as he had 
gone through that made men. 

A very interesting meeting occurred 
on a Tuesday evening about a month 
after Billy’s father died. Billy had 
talked things over with Jack Brin- 
stead, and they agreed that it would be 
good business to devote an evening a 
week to thinking out what to do. 

June was, of course, included, and at 
her suggestion Acks was also invited 
to be there. There was some discus- 
sion about asking Mallory Hupp also 
to stay. but finally it was decided that 
the meeting should be confined to full 
time workers. 

“That lets me out, then.” was June’s 
comment. But no one paid any atten- 
tion to her protest. 

“Well.” Billy began, “I don’t have to 
tell you that business has fallen off 
quite a lot during the past two months: 
ever since the Warranty people onvened 
next door and Morland started his big 
circularization campaign advertising 
such low prices. I am.glad to say, how- 
ever, that this past week has been a lit- 
tle better. I think some of the improve- 
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ment is due to the new lighting and to 
the more unusual windows that Acks 
is putting in. However, we all agree 
that we ought to do something to off- 
set this keen competition, and that’s 
what we are to discuss tonight.” 


UNE looked somewhat surprised at 

the calm and rather serious way in 
which Billy faced the matter; but even 
she had not yet comprehended the 
change that had taken place in Billy 
since his father’s death. There was a 
slight pause, then June said: 

“I think you are right, Billy, about 
the improvement in the window, and I 
wonder if we ought not to do some- 
thing definite about specializing on 
children’s shoes. I know I’ve harped 
on that before, and that you have a 
nice line of them. But what I mean, 
Billy, is babies’ shoes. Get the trade 
from the day they are born and you 
have a chance to keep it—so long as 
they live in Fretton.” 

Jack nodded his head vigorously; 
everything he did was done vigorously. 
“That’s a jolly good thought. And it 
is in line with uncle’s pet idea of indi- 
viduality. Of course, I can’t be much 
help for some time, and if I make any 
silly ass suggestions just sit on me, 
will you?” 

“Is the invitation meant for me as 
well as Billy?” June asked, trying, un- 
successfully, to look demure. Jack 
was young enough to grin sheepishly 
—even if he was a college man! 

“Don’t mind June,” Billy smiled. “I 
hope, Jack, you will come across with 
every idea you have. If we can’t use 
any, it may lead to some we can. 
What’s on your mind now?” 

“It’s this. I wonder if instead of all 
us selling anybody who comes in, it 
would be a good idea for each of us to 
—to specialize on a class of customers. 
For instance, I can never do so well 
with the women as Billy—he’s a mar- 
vel at getting the femmes to buy and 
like it.” 

“Humph,” June almost snorted. 

“But he is really, June,” Jack said, 
earnestly. “And I think ‘Lilacs’ is just 
great at pleasing the men. They seem 
to like having him fit them because he 
is older than the rest of us, and they 
see he knows his stuff. Now, why 
couldn’t I tackle the babies?” 


HERE was a general laugh at that. 

Then Jack, looking embarrassed, 
went on. “It happens that I have a 
couple of married friends with kids, 
and I rather like the little blighters. 
Kids seem to take to me, at any rate I 
give the idea. If it’s a flat tire don’t 
hesitate to say so.” 

More discussion followed and it was 
finally agreed that Billy should sell all 
the women he could, because they were 
the more important part of the trade. 
Acks was to have the men, while Jack 
would look after the children’s trade 
after he had some special instruction 
under Billy. 

“You see, Jack, babies’ soft sole 
shoes are simple; just have ’em large 
enough, but when it comes to fitting 
leather shoes to children’s feet it’s not 
so easy. You must take plenty of 
time to get just the right thing, for 
you can so easily hurt a child’s foot. 
Then, again, the parents like to see 
time and care spent in fitting their 


Boot AND SHOE RECORDER 


combining THp SHogB RETAILER, Feb. 15, 1930 











children’s shoes. I know at Parker’s 
we were told that if we pleased the 
mothers with the care we took over 
fitting the kids we would get the par- 
ents’ trade.” 

“So much for that,” said the practi- 
cal June. “Now, what about making 
the store recognized as headquarters 
for shoes for the shavers. And that’s 
a pretty good line, Billy Rogers. We 
thank you for your applause.” June 
giggled, while the others had to laugh 
at her whimsical mood. 

“The first thing is to get a better 
range of children’s shoes. I will look 
into it right away. I think I’ll go to 
Boston and see what I can do about 
getting all we ought to have, right 
from soft sole things to sturdy shoes 
for schoolboys. We aren’t so badly off 
as it is. I think we are as well fixed 
as any other store in town. But, of 
course, we must be better than anyone 
else.” 

“*At a boy,” applauded June. “Now 
you’re talking. If I were you, Billy, 
I’d get hold of Mr. Grant of the Printip 
Shoe Co. He should be able to tell you 
who are good people to see for babies’ 
shoes. And don’t get them too cheap. 
Mothers are proud of their babies and 
will pay for something good. I know 
that I—” June blushed and then neatly 
turned her phrase by adding, “I know 
I would see Grant.” 

“All right, gorgeous, I’ll do it,” Billy 
remarked with a chuckle. And June’s 
heart sang with happiness, for that 
was the first time since his father’s 
death that Billy had used his pet term 
of endearment. 


T was then that “Lilacs” made the 
4 : . that led to the GREAT 


“Miss Solent, what do little bits of 
children like best? I mean, what 
makes a kid happy so it wants to go 
some place again? I guess I’m not 
getting my idea over, am I?” 

“Sure you are,” June replied, 
heartily. “Now let’s think. I  sup- 
pose children like dolls as well as any- 
thing. Is that what you mean?” 

“Yes, in a way. I kind of thought 
that we might have some stunt for the 
kids to do in the store that would 
make them want to come back. But I 
wonder if all kids like dolls. I know 
I hated ’em.” 

“T got it,” Jack almost exploded. 
“Teddybears.” 

“That’s it,” Acks beamed. “I re- 
member even now how crazv I was 
over an old one-eyed teddybear. I 
called him Jinks,” he added, reminis- 
cently. 

Then Billy spoke. “That’s a big 
idea, ‘Lilacs,’ and we will get busy on 
it pronto. We will be known by all 
the children in Fretton as the Teddy- 
bear Shoe Shop. I'll buy a number of 
them while in Boston. We’ll have ’em 
all sizes from little bits of things to a 
fellow as big as is made. The chil- 
dren can play with them any time they 
come to the store.” 

“Oh, yes, and let’s name them all,” 
June exclaimed. with excited glee. 
“We can put a ribbon on each with his 
name on, and then the youngsters can 
ask by name for their pet Teddybear.” 

“T think we ought to let ‘Lilacs’ have 
the window next to the Warranty store 
for a regular children’s display. It 


(TURN TO PAGE 109, PLEASE) 


101 








OO ee ee 


WHERE TO BUY 


Women’s Shoes 











CUSHION SHOES | 


THE JONN EBE “iS SH 
2x8 SHOR CO 
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WHERE TO BUY 
W ork Shoes 








SPECIALISTS IN 
MEN’S and BOYS’ 


Goodwill Shoes 








“For Hard Service and ow 


Holliston, Mass 


* Work and Service Shoes In Stock & 
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WHERE TO BUY 
Children’s Slippers 
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No.C775—All sizesin stock 
for immediate delivery. 
AW rite for circular de- 
\ scribing complete line of 
Rest-Rite Slipners. 


Athletic Shoe Co, 
914N. MarshfieldAve. 
hicago, Ill. 





WHERE TO BUY 
Children’s Shoes 








Approved by Medical Men 


As a fully ventilated 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 








surgeons recom- 
mend its use. 


Burkley Shoe Co. 


1156 No. Main St. 
Brockton, Mass. 








IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
887 Fourth Avenue 
New York 
823 W. Jackson Blvd. 
Chicago 


1807 Washington Ave. 
St. Louis 


49 Fourth 8t. 
San Francisco, Cal. 


Factory, Danvers, Mass. 
Send for Catalog 






















WHERE TO BUY 


Women’s Novelties 








BIARRITZ SANDALS 
(ORIGINAL) 
FOR LARGE VOLUME 
BUYERS 
Write Direct 





BIARRITZ SANDALS 
33 W. 27th ST.. NEW YORK 











ALL LEATHER IMPORTED OZECHO SANDALS 
72 PAIR TO A CASE 





ean be shipped 
ork. 


} ay J Cases of Berta, 7 - 
your inspection from 


Irwin W. David, aes Manager 
THE R. STERN CO., 308 Fourth Ave., New York 





WHERE TO BUY 


Store Fixtures 
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Write for FREE TRIAL 
THE eaten g DEVICE 


Syr - ¥. 
susvevusvvssentdenvevervostaininiinnnnnmnni 


UT 





Elected to U. S. Rubber 
Directorate 


NEw York, N. Y.—F. B. Davis, Jr., 
chairman of the Board and president, 
has announced that at a meeting of the 
Board of Directors of the United States 
Rubber Company, held Feb. 4, Charles 
H. Sabin, chairman of the board of the 
Guaranty Trust Company of New 
York, and David Dwight Douglas, 
president of the First National Bank 
in Detroit, were elected to the board of 
the rubber company. Mr. Sabin was 
also elected a member of the Finance 
Committee. 


Conducts Enna Jettick Store 


VENTURA, CAL.—Stanton’s Enna Jet- 
tick Shoes, of which John J. Stanton 
is proprietor, reports an excellent vol- 
ume of business since opening its store 
in Ventura about six months ago. In 
addition to the Enna Jettick line the 
store carries a,line of children’s cor- 
rective shoes. Mr. Stanton was for- 
merly with Jesberg’s Walk-Over stores. 






newest arrivals. They are the in- 
spired and the inspiration of the very 
fashions you adore. 


MALL HATS—SMALL FEET— 

That’s the dictum laid down in the 
advent of the long skirts. Steps have 
taken the place of “strides.” The 
rugged girl with athletic build is set 
aside for the moment. The change is 
a relief, because it’s a change. Now 
you can change your shoes to those 
we have on display—to breast the 
wave of FEMININ ITY that’s sweeping 
the country. 


OW YOU CAN BE YOURSELF !— 

If high heels become you, those 
are what you'll wear; if slenderness is 
part of your form you'll have it; if 
your foot lends itself to the cutout shoe 
splendidly trimmed, wear it; if your 
type is ultra-feminine, shoes that vie 
with the Paisley shawl in richness of 
design are what you'll wear. The type 
of shoe to suit your type is here, and 
Fashion demands that you see it on 
your own foot. 


HE DYED SLIPPER—Fast becom- 
ing a regular thing in this shop. 
We offer you a selection of footwear 
that is right in pattern. You may 
select your color, and your shoes will 
actually be mostly made to your order. 


7 
OR DANCING FEET—The notes of 
the jazz band reflected in a loudness 
of color in shoes. Now the strains of 
the ‘Mammy’. song subdues color in 
shoes. Flounces and fluid lines in 
gowns that emphasize softness of line 
call for the dignity that is seen in our 
calfskin, lizard and fabric shoes, one 
of which is shown in this ad just to 
give you an idea of what to expect on 
your visit to this shop. 


EN THOUSAND WOMEN WILL 

READ THIS AD—Yet only a few 
will want the shoe we have pictured. 
There are shoes for morning, afternoon 
and evening wear. There are shoes 
admirably suited to you, and you alone. 
There is no set leather, fabric or pat- 
tern to point to this season. It is more 
important to plan to come into our 
shop every few days to see the styles 
than it is to say, “I must have a pair 
of those lizard-trimmed shoes they are 
all wearing.” 


HE COPY-CAT LOSES THIS 
SEASON—There are just fifteen 
pairs of these parchment kid trimmed 
brown on beige print shoes in our shop. 
Fifteen women will delight in their ex- 
clusiveness. There are fifteen thousand 
women in this town, so more than likely 
you will not see another pair like these 
on another woman in town. Won’t the 
Copy-cats be jealous? 


| nw IT A RIOT?—Just when you’d 
made sure of having all the snappy 
numbers in shoes, Dame Fashion turns 
her back on them in scorn. Now she 
says, and her word is law, “The dain- 
tier the trim and the richer the color- 
ing, the more a shoe is to be admired.” 
Don’t worry. The styles she has smiled 





Does Your Ad Copy Hit the Mark? 


(CONTINUED FROM PAGE 43) 


“THERE IS A CHANGE IN STYLE 
—Most women are pleased, too. 
Just when shoes began to lose their 
charm, skirts dropped, and, presto! 
The fragile type of shoe now reigns 
supreme. Note the richness of line, and 
beauty of pattern in the soft brown 
kidskin model with iridescent lizard 
trim. You can just feel that it carries 
ot the softness of line of the draped 
skirt. 


SUCH. copy as suggested above takes 
cognizance of the fact that there is 
a right about face in women’s attitude 
toward clothes. Why, look at the back 
of a girl walking down the street today. 
She seems years older than she really 
is when you pass her and see the sweet 
young face. In that face there is a 
different look than has been the style. 
It’s the stamp of dignity that comes 
with the wearing of clothes that are 
more typical of dignity, yet that is con- 
fined only to her deportment and man- 
ner of selecting her wearing apparel. 
The new style is still a source of amuse- 
ment to the flapper-minded, therefore 
when your copy hits a light note it is 
in harmony with her state of mind. 





John Van Kleeck Superinten- 
dent for Ault-Williamson 


Boston — An- 
nouncement is 
made of the en- 
gagement of John 
M. Van Kleeck as 
superintendent of 
the Ault - William- 
son Shoe Company 
and superintendent 
of the Ault-Shack- 
ford Shoe Com- 
pany, manufactur- 
ers of women’s 
Goodyear welt 
shoes, Auburn, 
Maine. 

Mr. Van Kleeck has had a long and 

unusually successful experience as su- 
perintendent of high grade shoe fac- 
tories in Brooklyn, Haverhill and Chi- 
cago. For the past three years he has 
been with the Rickard Shoe Company 
of Haverhill. Previously he had been 
associated with J. J. Latteman Shoe 
Manufacturing Company, Wichert & 
Gardner of Brooklyn, I. Grossman, Inc., 
of Chicago. 
Mr. Van Kleeck has entered upon his 
duties with these Auburn manufactur- 
ing companies, and will be in complete 
charge of shoemaking on the two lines. 
He has always specialized on quality 
shoemaking, and brings to his new con- 
nection a rare and complete experience 
in this field. 





John M. Van Kleeck 


To Open Peacock Shop 


St. Louis, Mo.—Richard J. Baker, 
Jr., formerly manager of the Peacock 
Shoe Shop, St. Louis, will open a new 
and exclusive Peacock Shop in Ban- 
croft’s at Springfield, Ohio. Bancroft’s 
have recently moved into their new lo- 
cation. They hav@ been in business 





approval on are all here ready for you. 





seventy-eight years. 
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B UsSINESS 
BS AROMETER 





Latest Reports of New Stores, ’ 
Failures, Embarrassments and \ 
Bankruptcy Proceedings 4 

» 








Business Changes 


Rg gt a ene Bros.; boots, 
etc. ; reported selling or sold out. 
eneONNECTICUT — Derby — Tony Paupina ; 
boots, shoes, etc.; reported selling or sold out. 

INDIANA—Columbus—Rice Bros. (“‘Hub Shoe 
Store”) ; boots and shoes; partnership dissolved ; 
succeeded by John R. Rice 

IO0WA—Valley Junction—Krull & Co. (“Krull 
Bros.”); boots, shoes, etc.; partnership dis- 
solved ; succeeded by Arnold H. Krull. 

MAINE—Freeport—Lenox Shoe Co., Inc.; 
shoe manufacturers; filed $25,000 issue of pre- 
ferred stock. 

Yarmouth—The Abbott Co.; shoe manufactur- 
ers ; succeeded by G. H. Bass & Co. 

MASSACHUSETTS — Boston — Dr. Israel’s 
Health Shoe, Inc.; boots and shoes; inc. author- 
ized capital $10,000. 

Kanef, Udin & ane, Inc. (203 Essex St.) ; 
wholesale boots and shoes ; x Aronoff, Treas., 
retired ; name changed to Kanef Udin Shoe Co. 

Haverhill—Clinton Shoe Co., Inc.; manufac- 
turers ; filed $20,000 issue of common stock. 

MICHIGAN—Detroit—Pallitz & Greisman 
dist Gratiot Ave.) ; boots and shoes ; partnership 

issolved ; succeeded by S. Pallitz. 

Morris Rabinowitz (Central Shoe Co.) (6420 
Michigan Ave.) ; boots and shoes; succeeded by 
Bleibner & Rabinowitz. 

Farwell—Updergraff & Dyer; boots and shoes; 
—~ jammed dissolved; succeeded by C. Upder- 
graff. 

MISSOURI—St. Louis—Jacob Moscow (“Van- 
ity Boot Shop’) (‘Vanity Fair Boot Shop’’) 


(803-5 Locust de boots and shoes; reported 
selling or sold o' 

NEW JERSEY—Atlantic City—Youtie Shoes, 
Inc. (925 Atlantic Ave.) ; boots and shoes; inc. 
authorized capital $25,000. 

Camden—Camden Shoe Market, Inc. (540 Fed- 
ry =~ ); boets and shoes ; inc. authorized rapital 
50,000. 

Hoboken—Lena Hurowitz (354 First St.); 
boots and shoes; reported selling or sold out. 

Passaic—Rosenzweig & Weiss (Dayton Shoe 
Store) (207 Dayton Ave.); partnership dis- 
solved: succeeded by Adolph Rosenzweig. 

NEW YORK—Brooklyn—Herb’s Sample Shoes, 
eden boots and shoes; inc. authorized capital 

1 

— York City—Footcraft Boot Shop, Inc. ; 
boots and shoes ; incorporated. 

George Koulianos; boots, shoes, etc.; reported 


selling or sold out. 
boots and shoes ; incor- 


Regina Shoe Co., Inc.; 
porated. 

Rochester—Franklin Savage Co., Inc.; boots 
and shoes; incorporated. 

OHIO — Sandusky — Gassan Clo. Co.; boots, 
shoes, etc.; reported selling or sold out. 

ee ee Shoe Co., 
Ine and shoes; sold out to I. Klein. 

PENNSYLV ANTAL Leck Haven—M. J. Lipez; 

its, shoes etc., sold or closed out business. 

SOUTH CAROLINA—Florence—Novelty Foot- 
wear Co., Inc.; boots and shoes; succeeded by 
N. A. Samra— “Novelty Shoe Store.” 

WISCONSI N — Milwaukee — Fashion Bootery, 
Inc. ; boots and shoes; incorporated. 








Failures, Embarrassments, Etc. 


CALIFORNIA—Oakland — Chas. M. Tieburg 
(Royal Shoe Store); boots and shoes; reported 
assigned. 

Long Beach—Rose Bros. an. | Pine Ave.) ; 

Oceanside—Chas. G. Borden Co.; boots, shoes, 
etc. ; reported assigned. 

San Francisco—Austin Shoe Co.; boots and 
shoes ; reported called meeting of creditors Styl 

(« 


San_ Francisco—Harry Cantrowith 
Shoe Shop’); boots and shoes; reported asking 
Levy (Al- 


general extension. 

COLORADO—Denver—Henry M. 
bany Toggery) (715 17th St.) ; boots, shoes, etc. ; 
reported petition in bankruptcy. 

CONNECTICUT—Hartford—Nathan H. Grub- 
er (367 Main St.); boots, shoes, etc.; repo 
petition in bankruptcy. 

Waterbury—Giacobbe Ciarbone (217 South 
Main St.) ; boots, shoes, etc. ; reported petition in 
bankruptcy. 

GEORGIA—Augusta—Stelling Shoe Co.; boots 


and shoes; reported petition in bankruptcy. 
ILLINOIS—Chicago—Max Resnick (1811 W. 
47th St.); boots and shoes; reported petition in 


bankruptcy. 

LaGrange—White & Gartner; boots and shoes; 
reported petition in bankruptcy. 

Princeton—Harold E. Peterson; boots and 
shoes ; reported petition in bankruptcy. 

IOWA—Rockwell City—C. C. Van Wagner & 
Son; boots and shoes; reported receiver ap- 
pointed. 

MARYLAND—Baltimore—Pondfield Bros. (623 
S. Broadway) ; —_ and shoes; reported asking 
general extensio 

MASSACH USETTS — Fairhaven —Chas._ E. 
Demers; boots, shoes, etc.; reported petition in 
bankruptcy. 

MICHIGAN—Detroit—-Harry B. Kahrnoff (5418 
Russell St.) ; boots and shoes; reported petition 
in bankruptcy. 

Isadore Wolk (7407 W. Warren Ave.) ; boots, 
shoes, etc.; reported offering to compromise at 


20 per cent. 

MISSISSIPPI—Gunnison—M. Revitch; boots 
and shoes; reported petition in bankruptcy; re- 
ported offerine to compromise at 20 per cent. 

NEW JERSEY—Union City—Wonder Shoe, 
Inc. (921 Bergenline Ave.) ; boots and shoes; re- 
ported offering to compromise at 25 per cent. 

NEW YORK—Brooklyn— Philjay Shoe Co., 
Inc.; shoe manufacturers; reported offering to 
compromise at 25 per cent. 

Buffalo—Herman T. Rosenberg (77 E. Seneca 
St.); boots, shoes, etc.; reported petition in 
bankruptcy. 

Flushing (Long Island)—Helprin’s, Inc. ; boots 
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and shoes; asking general extension; reported 
meeting of creditors called for Feb. 8. 
uverneur—Thomas Ellsworth Frank; boots, 
shoes, etc. ; reported petition in bankruptcy. 
Ithaca—Ithaca Shoe Co., Inc.; boots and shoes, 
ine. authorized capital $20,000. 
New York City—Benj. Klein (186 First Ave.) ; 


boots and shoes; called meeting of creditors for 

Richman & Rose (3853 Third Ave.) ; boots and 
shoes ; reported petition in bankruptcy; reported 

Louis Livingston (576 Madison Ave.) ; 
and shoes; reported petition in bankruptcy. 

reported 

called meeting of creditors. 

Joseph Steinman (59th St. and Lexington 
of creditors. 

The Surprise Store; boots, shoes, clothing, etc. ; 
ceiver appointed. 

NORTH CAROLINA—Ahoskie—E. Feldman ; 
ruptcy. 

Asheville—Jennie B. Schochet ; boots and shoes ; 


Feb. 3. 
receiver appointed. 

boots 

Sidney Spanier; boots and shoes; 

Ave.) ; boots and shoes; reported called meeting 
reported petition in bankruptcy; reported re- 
boots, shoes, etc.; reported petition in bank- 
reported petition in bankruptcy. 


OHIO—Canton—Ferdinand Alexander; boots 
and shoes; reported petition in bankruptcy. 
Columbus—Berton M. Huff (Huff’s Shoe 


Store); boots and shoes; reported petition in 
bankruptcy. 

Youngstown—Joseph Shaw; boots, shoes, etc. ; 
reported petition in bankruptcy. 

OKLAHOMA — Lawton — Meyer Zak; boots, 
shoes, etc.; reported petition in bankruptcy. 

PENNSYLVANIA—Bryn Mawr— Abram I. 
Harrison; boots and shoes; reported petition in 


bankruptcy. 
Fdwardsville—William Gutter (“The Leader 
Store’”’): boots, shoes, etc.; reported petition in 


bankruptcy. 
Harrisburg—Thomas McGuigan; boots and 
shoes; reported petition in bankruptcy. 
Pittsburgh—J. Henry Gensler (239 Browns- 
ville Rd.) ; boots and shoes; reported petition in 
bankruptcy. 
Morris Zinman (705 Homewood Ave.) ; 
and shoes; reported petition in bankruptcy. 
Pittston—Pittston Dry Goods Co.; boots, shoes, 
etc. ; reported petition in bankruptcy. 
Scottdale—Alex Levin (Nifty Shop); boots, 
shoes, etc.; reported petition in bankruptcy. 
SOUTH CAROLINA—Charleston—Jacobs Shoe 
Store; boots and shoes; reported assigned. 
TEXAS—Beaumont—E. I. Greenberg (Star 
Dry Goods Store); boots, shoes, etc.; reported 


boots 
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petition in bankruptcy; reported offering to 
compromise at 25 per cent. 

Cameron—J. D. Dobbins; boots, shoes, etc. ; 
reported petition in bankruptcy; reported re- 
ceiver appoin’ 

Hallettsville—Frank oes “epee shoes, etc. ; 
reported petition in bankru 

VERMONT—Northfield—J. Ww. Grady; boots, 
shoes, etc. ; reported petition in bankruptcy. 

WEST VIRGINIA—Clarksburg—Mrs. Lottie 
V. Lefkowitz; boots, shoes, etc.; reported peti- 
tion in bankruptcy. 

William Frank (‘The Quality Shop”’) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 





New Shoe Dealers 


iene, Mass.—Samuel A. Stein, 390 Washing- 
ton S 

Ripley, Mass.—Jeff Bullock, S. Main St. 

Laconia, N. H.—David B. Fine, Mill St. 

New York, N. Y.—Jack’s Shoe Market, 1678 
Madison Ave. 

Donelson, Tenn.—Donelson Cash + +y 

Kirkland, Wash.—National Supply Co 

Camden, N. J.—Camden Shoe Market, ‘Inc., 540 
Federal St. 

New Bedford, Mass.—Chas. D. Shoolman, 1489 
Acushet Ave. 

Luling, Tex.—Walker & McKean. 

Freeport, N. Y.—Litwak’s, Inc. 

Camden, N. C. G. Penney Co. 

= Tex.—J. J. Newberry Co., Pine St. 

New Yo N. Y.—Myrtle Shoe Co., Inc., 
Kings. 

New York, N. Y.—The Kellers Shops, Inc. 

Chicago, I1l.—Ground Gripper Shoe Store, 335 
S. Dearborn St. 

Brooklyn, N. Y.—Ed Friedman, Inc., 1316 
Kings Highway. 

New York, N. Y.—Herb’s Sample Shoes, Isc., 


Kings. 

Waltham, Mass.—Edward J. Pratt, Central 
Square. 

Bucksport, Me.—Frank A. Rafferty. 


Mason City, Ill.—G. & M. Clo. & Shoe Store, 
Johnson Bldg. 

Lynn, Mass.—Shoecrafts, Inc. 

Owosso, Mich.—J. G. Kline Co. 

Madison, Wis.—Sander Shoe Co., Inc 

Beardstown, Ill.—J. G. Kline j. 1013 S. 
State St. 

¥ ~Yaee N. J.—Express Wreck Corp., 156 Mar- 
ket S 

Atlantic City, N. J.—Youtie-Shoes, Inc., 925 
Atlantic Ave. 

Dudley, Iowa—Harold and Clarence Hanson. 

Sioux City, Ilowa.—J. C. Penney Co., 4th and 
Pierce Sts. (soon). 

Stamford, Tex.—J. C. Penney Co. (soon). 

Hartford City, Ind.—J. C. Penney Co. (soon). 

Clayton, N. M.—J. C. Penney Co. (soon). 

Belleville, Ark.—J. C. Woodson. 

Sycamore, Ill.—Wm. Gordon & Son, Owbridge 
Bldg. 

Ironton, Minn. — Miner’s Co-Operative Co. 
(soon). 

Plankinton, 8S. D.—Newell & Bailey. 

Lufkin, Tex.—Long & Kilpatrick. 

Cherryville, N. C.—Schultman’s. 

Collinwood, Tenn.—Brubeck Co. 

Elizabethtown, Ky.—L. Steabler, Finn Bldg. 

Hodgevile, Ky.-W. E. Reed. 

Arlington, Ore.—-Wm. Marshall. 

Los Angeles, Cal.—J. D. Kaufman, 2414% N. 
Broadway. 

Dayton, Ohio—G. A. Spraley, Inc. 

Columbus, Ohio—Nacy’s, Inc. 

Detroit, Mich.—Fields Co. Shoe Department, 
Inc. 

New York, N. Y.—Vim Shoes, Inc., Bronx. 

Lindsay, Okla.—J. M. Clayton. 

Nashville, Tenn.—Montgomery Ward & Co. 
(Sept. 1). 

Fairmont, Neb.—E. G. 

New York, N. Y.- wiidfeues Brothers, 614 W. 
181st St. 

New York, N. Y.—Empire Shoe Corp., 54 W. 
14th St. 

Eureka, Cal.—Peter Omicini. 

Burns, Ore.—Burns Merc. Co. 

Cape Horn, Wash.—Katherine L. Breslin. 

Ann Arbor, Mich.—J. G. Kline Co., 306 S. Main 


t. 
Genesee, Idaho—Corwin D. Matthews. 
Burns, Ore.—J. D. Bemis. 
Bellingham, Wash.—A. M. Goldstein, 
Holly St. 
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~MORE FOR YOURD 


Our monthly display card service with price tickets not only gives the alert merchant more 
for each dollar invested, but supplies him with an attractive series of display cards timed 
each month to meet his window trim requirements. 
























Window displays without cards are similar to holding a shoe in your hand before the cus- 
tomer, but saying no word about its Quality, Style, or Fit. 

We save you time in making your price tags. Monthly card subscribers are supplied with 
price tags each month to match the display card sales messages. 


FREE PRICE TICKETS | 


are supplied with our monthly window card service. We supply with monthly service No. 1 and 2 
100 blank tickets printed on stock to harmonize with each month’s card service (or with hand-lettered 
prices imprinted—50c per month additional) . 


Price Tickets —IN-STOCK 


Samples will be sent on request of a variety of tickets with prices—24 Doz., $2.50; 12 Doz., $1.50 


Pra tic e 











NOW READY 


FEBRUARY CARDS 


(3 Colors—Blue-gray—Red—Black) 
Buff board—7 x 12 


SINGLE SHOW 0? 
CARDS - 


(Either with or without text) 














Check With Order, one 
ton ht bein Sfue ann % 
spring? 








Select any subject below by number 


Available to merchants in towns only Above illustrates one of 
where there is not an annual card service February cards—dainty, 





member. colorful. 
S 
WOMEN’S 8—Advance spring styles are . 
Pant a a. dll “aa 
1—Party footwear—we meet a oss * & 
wants and whims. am. ag Tl ve t you-—we 
2—Women who need long Fach 4c il a th A 
and narrow shoes—we 10—Gach do “y a we 
have the proper lengths most here! Highest qual- 
ond wihithe ity—treasonable prices. 
3—Paris fashion note for 11—Arches need we pe re? Ex 
iin aid dee deel The patented in-built con- ; 
aon, na struction of — 
Tl 12—202 Skilled hands! Con- ( 
! 
spiro I! shoes—slender! tributed to’ the making of ' 
a. at these shoes. 
> 
5—Shoes mark the man! We CHILDREN’S ' 



























Above shows our modernistic card holders, 
gold with black trim (3-color festoon base 
between frame and plateau); enhance the 
beauty of your window cards—harmonize 
with the finest of window display fixtures 

















fit you in comfort, style, 
and quality. 
6—This smart oxford has 
English fashioning plus— 
GENERAL 
7—Going south? Strikingly 
individual styles for 
southern wear. 
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13—School shoe specials—ex- 
ceptionally fine values— 
clever youthful patterns. 


HOSIERY 


14—Sheer hosiery is a most 
fitting and proper per- 
sonal .type valentine. All 


wanted shades. 
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RDISPLAY DOLLARS 
















Service 12 hand designed cards each month, each with different sales mes- 
No.1 - sages, printed in attractive colors, size 7 x 11 inches; with 100 
$ 5° blank price tickets to harmonize with service cards each month (or 
with prices imprinted, selection of prices as wanted, 50c. per month 
Monthly additional). Also 6 card holders with first month’s service. 
Service 


No. 2 — MANY. WELL RATED 


~ 100 blank price tickets MERCHANTS from coast 


4 card holders 
Monthly to coast now use Recorder 


Window cards for pulling 





LN Saree ie en eS: 








Service 
No. 3 6 enti window-shoppers into their 
$300 50 blank price tickets stores. 
2 card holders 
Monthly 


COUPON 


BOOT AND SHOE RECORDER, 
189 W. Madison St., Chicago, Il. 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of ————cards, each month and 
art card holders, with the first month’s 
service, beginning with cards for February for 
which we will pay $——— per year, payable 
$———— per month. 

For cash in advance full year’s service, 5% dis- 
count. 

(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each 
month’s card service delivered and agree to re- 
turn card holders.) 

We sell Men’s, Women’s, Children’s shoes and 


hosiery. (Cross out lines not carried.) 
Printed Price Tickets:— 


— ¢+— $£+— $ $ +— 
Store Name 


Owner .... ithetodwntas te 





Added Features 


“Store Window Bulletin”’ 


offers merchandising and display suggestions 
each month. 








Special Cards 


to meet some individual store need. 


Additional Card Holders 


supplied at nominal charge. 


Exchange of Cards 


The privilege of exchange of current month’s 
cards is available to annual card service members 
who may find listed card texts (abbreviated on 
page opposite because of space requirements) 
which better cover their merchandising program. 








Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 
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a 
Salesmen Wanted { Mi 
SALESMEN \4 ANTED We want business producers to carry W 
~ sa of popular —— children’s i 
and misses’ weits as a side-line propo- ’ in 
One of the largest shoe manufacturers in the Middle West will Territories open : New England, New ’ an 
shortly come out with a complete new line and brand of strictly vania, Central Atlantic States, South 4 po 
. . e ° Atlanti States, Gulf States, Texas, Ly 
College Girl shoes in 10/8, 12/8 and 14/8 heels. This will be a Missouri and Arkansas, Tennessee and j Sul 
° : : . Kentucky, Eastern Canada, Western - 
short, snappy up-to-the-minute line priced to sell in volume at a profit. Canada. Sige  Raapeaae a 
. . * . . . . you are working an n 
Large territories and liberal commissions will be given to the fifteen ee ee Se a Se as 
t : t et shipments. Line 
men selected to cover the country. Sa on ‘slate West, Addrens - 
° s . B-651, care Boot and Shoe Re- 
General sales meeting will be called week before Easter. Give full Sa eee = 
information in your first letter—age, experience, territory most fa- : — 
miliar with, territory now traveling, present connections, etc. All 
information will be kept strictly confidential. 
Salesmen Wanted ; 
The following territories are ; 
Address B-622, Care Boot and Shoe Recorder tue Mier, “Gaetano 
239 West 39th Street, New York, N. Y. ARKANSAS, MISSOURI, KAN- i 
SAS, WEST VIRGINIA, WEST- 
ERN OHIO, MICHIGAN. 
A new line of young ladies 
quality Welts made by one of 
the oldest manufacturers in the 
business to retail for a ~ 
_ $6.00, carried in-stoc a nly 
Very short line of INSSTOCK JUVENILE SHOES ae weate men whe eet 
— " . Give complete details in first 
Salesmen wanted’ in all territories to carry these shoes as letter. 
a side line. Seven per cent commission paid semi-monthly. Side line men wil be considered 
in e ollowing erritories: o 
909. i LOUISIANA, MISSISSIPPI, : _ 
Address P. O. Box 909, Reading, Pa. ALABAMA, GEORGIA, NORTH j 
CAROLINA, VIRGINIA, ; F 
TENNESSEE. ie 
HOE salesmen wanted to carry a line of ALESMAN to carry four samples turn bou- pla 
spats and shoe ornaments as a sideline, doirs, (leather sole) Ballet, strap sandal and Neenah Shoe Company : Ch 
those who have time to allow them to ca - D’Orsay. Well known and outstanding line, Menasha, Wisconsin we 
side line, answer only with references. \. priced to interest volume and retail trade. Ad- remy 
olis Manufacturing Company, 4248 No. Craw- dress B-636, care Boot and Shoe Recorder, 239 ; to 
ford Ave., Chicago, Illinois. West 39th Street, New York, x. » A So 
fre 
GALESMEN with established territory to carry IDE LINE—Children’s high grade soft soles Wanted—Good Salesmen oh 
_ manufactured line of popular priced house first walking shoes, pm complete line of 2 B. 
slippers on a commission basis for California, quality padded sole slippers for men, women and for an established concern who has a ‘ 39 
Louisiana, Michigan, Alabama, and Illinois. children. Southern territory and states west good line of men’s and women’s heel 
Line now ready. Please give full details and of the Mississippi. Furnish reference and full slippers at reasonable prices to be sold 
egferences in first letter. Freeman-Thompson information with application. Swan Shoe Com- oa y > MBI eetater = q - 
Shoe Company, St. Paul, Minn. pany, Baltimore, " Boot and Shoe Recorder, 239 W. 
39th Street, New York, N. Y. om 
Classifi iti 
ied and Opportunities Department 1930's GREATEST SLIPPER ACHIEVE- a 
<NT—Commission salesmen, to carry our St 
RATES AND OTHER INFORMATION ered heel D'Orsay, to retail from $1.40 to $2.00, 7 
e. ’ L r ° " ° 
Copy must be received at the Boot and Shoe Recorder, 239 West 39th in Fabrics, Satins and Kidskins. Case lot uses L 
New Y. N. Y., om Monday of the week of publicati in A only. i 152 West 25th St., New York fir 
that advertisements be fx mm mony same week. Otherwise insertion Re 
will put over to the following week’s issue. N. 
POSITIONS WANTED When advertisers desire answers to 
4e per word. Minimum Charge 75c. come in our care twelve words must SALESMAN WANTE 
LINES WANTED be allowed for address. When adver- D 
4c per word, Minimum Charge 75e. tisers desire replies forwarded direct Salesman with established territory to - 
to their address each word of their hi gl 
ALL OTHERS per Ph cover New Jersey and Philadelphia with 
Te per word. Minimum Charge $1.28 2 Rk the adver- jobbers general line to the retail trade. V 
tisemen + air rawing account. State 3 
ALL weary AY ot ma e Payment in advance is > s aqptiontion. Aséress ‘p64 ‘care ~ 
Five lars, Allow cept when regular advertisers,. as oo oe order, 239 West : 
words to an inch amounts are too small to open accounts. 39th Street, nee York, N. Y. Be 
N. 
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PEE 
















POSITION WANTED 











territory covered and reterences. 





FOR TERRITORIES IN THE WEST AND SOUTH 


We need a few good representatives to cover Western and Southern terri- 
tories for BOND STREET SPATS. Our 1930 line is ready with several 
new numbers and we will back it with a bigger advertising program. The 
demand for spats is growing and our men will make good money this year. 
Please write at once if you are interested, giving sales and personal record, 


THE WILLIAMS MFG. COMPANY, Portsmouth, Ohio 








SAL -ESMAN WANTED-—A side line proposi- 
tion of real merit for shoe salesman, pays 
25% commission. Hammock Arch Support is 
different from all others. Write for particulars. 
Hammock Arch Support Co., Inc., Kasota Bldg., 
Minneapolis, Minn. 


ANTED—Live Wire Salesmen for fast sell- 
ing novelty line of Women’s McKay’s retail- 
ing $4.00 to $6.00. Carried in stock in widths. 
herai commission with weekly advance against 
orders. Territories open: lowa, Minnesota, 
Colorado, New Mexico, Arizona, Alabama, Ten- 
nessee, Kentucky. Applications confidential. 
Submit full particulars with references. Do not 
apply unless can handle volume but no objec- 
tion to carrying non-conflicting line. Address 
B-642, care Boot and Shoe Recorder, 189 W. 
Madison Street, Chicago, III. 





SALESMEN WANTED to open up new terri- 
tory on in-stock line of young men’s Good- 
year welt dress oxfords and staple high shoes to 
retail principally at four and five dollars. The 
following territories are available: Pennsylvania, 
Texas, Oklahoma, Colorado-New Mexico, Arkan- 
sas - Louisiana - Mississippi Kentucky - Tennessee, 
Liberal commission with special inducement for 
opening new territory during first and second 
years. Jung Shoe Co., Sheboygan, Wis. 





A!-ABAMA, Mississippi, Louisiana. Our ac- 
counts established. ant salesman to carry 
side line of Children’s Turns, Stitchdowns and 
Puritan Welts complete from Infants’ to Grow- 
ing Girls. J. S. Zulick & Company, Orwigs- 
burg, Penna. 








FOR SALE 


FOR SALE 








Typewriter, etc. Address 





FOR SALE 
COMPLETE SHOE FIXTURES 


Practically a new outfit at a sacrifice price. 
including 24 American Seating Co. Seats—Shoe Shelving and 
Cases—Cash Register—Individual Boxes—-Adding Machine and 


G & CSHOE COMPANY 


Harrisburg, Illinois 


Costing over $5,000, 








YR SALE—Shoe Manufacturing business. 

Will sell part or all of stock. Party desires 
to retire from active business. Up-to-date 
plant. Present daily output four hundred pairs 
Child’s, Misses’ and Growing Girls Goodyear 
welts; ‘also some Puritan welts. Equipped to 
make six to eight hundred pairs. Now selling 
to jobbing trade. Plenty of experienced help 
and cheap labor. Plan located within five 
hundred feet of railroad station; eight miles 
from nearest city; forty miles from Philadel- 
hia; eighty miles from New York. Address 
-640, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





LINE WANTED 


SALESMAN with good following, New York, 
Westchester County, Hudson Doser Valley, 
desires line shoes or slippers. Address B-647, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








LINE for New York City by young man. 
Past five years with prominent Duane Street 
firm. Address B-644, care Boot and Shoe 
Ferusder, 239 West 39th Street, New York, 





BUSINESS OPPORTUNITY 


WANTED. WIDEAWAKE, experienced shoe- 

man with some capital to invest in good, 
long established, well equipped family shoe 
store catering to "the better class of trade, located 
in Northern New Jersey. Address B-648, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 
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FOR RENT 





SHOE Department for rent, 100% location in 
Scranton. Flat rate or Commission. State 
Ladies’ Shop, 100 E. Main St., Nanticoke, Pa. 





BROOKLYN, corner store, modernistic light- 
ing, 100% chain location, 17-foot entrance, 
suitable for shoes, dresses, jewelry, radios, 
millinery, etc. Phone Virginia 3501. 








HELP WANTED 





UYER, for women’s and children’s shoes. 

The department presents an excellent oppor- 
tunity for growth and development. A man is 
wanted who can sell the trade as well as buy. 
Write stating experience to date, volume done 
and price lines handled, salary expected and 
versonal information. Bon Marche Dry Goods 
Company, Lowell, Mass. 





REPRESENTATIVE WANTED 





R® PRESENTATIVE WANTED—By German 

factory which produces plush stripes for 
ter Man with German correspondence 
preferred. State reference and experience. Ad- 
dress B-646, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, III. 
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ASSISTANT BUYER and Manager, women’s 

and children’s high grade shoe departments, 
desires to make ange. Thirty-three years 
old, married, with present firm eleven years, 
can get best results from salesforce and in- 
crease your business 10% each year. Address 
B-601, care Boot and Shoe ecciien, 239 West 
39th Street, New York, N. Y. 





YOUNG man, now managing successful shoe 
store, desires to change and make connection 
with reliable concern in Cleveland. Excellent 


references. Address B:623, care Boot and Shoe 
hele 239 West 39th Street, New York, 


} Practical Shoe 
Executive 


Desires to connect with pro- 
gressive Shoe manufacturer. ; 
Trained in all departments : 
of Administration, Manufac- { 
turing and Merchandising. {$ 
Capable of taking full charge > 
or as assistant to General ¢ 





Manager. 
Has excellent ideas in con- { 
‘ nection with feature shoe, 


men’s or women’s, or both, 
capable of large development. 
Compensation to be based on 
results accomplished. 
Available Feb. 15th. 


Address B-641 
Care Boot and Shoe Recorder 
3 239 West 39th Street 
New York, N. Y. 











OOT EXPERT—Graduate of Dr. Scholl’s 


practeopedic course; show card writer; a 


knowledge of window trimming; fifteen years’ 
experience in selling shoes; would like to make 
a change in present location. References. : 
dress B-650, care Boot and Shoe Recorder, 239 


W. 39th Street, New York, N. Y 





BUYER, or Manager wishes to make change 





in reliable company. Young man (34) 
progressive, capable buyer and merchandiser, 
well versed on modern retailing methods. Fif- 
teen years’ successful experience. Excellent 
references. Now employed in central Pennsyl- 
vania. Address B-643, care Boot and Shoe 
Recorder, 239 West 39th Street, New York, 
= es 

store, 15 


FORMER Owner of Retail shoe 
years’ experience, would like to get con- 
nected with a substantial organization; can treat 
most any kind of foot ills; what have you to 





offer as road salesman. Applicant 40 years of 
age; can furnish best. of references. Address 
F. L. Scott, 1008 Valley St., Minot, North 
Dakota. 

OSITION WANTED—Well known Phila- 

delphia shoe man just out of business desires 
position as buyer, manager or salesman with 
reliable store or department selling corrective 
footwear. 20 years’ experience in corrective 
shoe fitting. Has clientele of about 500 satisfied 
customers. Willing to start at reasonable salary 
to prove ability. Can furnish best of references 
as to character and ability. Address 5635 North 
Tenth St., Philadelphia, Pa. 





FOR LEASE 





FoR LEASE—Very desirable shoe department 
in old and well established department store. 
Davis & Fehr Co., Ironwood, Mich. 





























WANTED TO PURCHASE 


MERCHANTS’ NEEDS 

















$39.50 





THE HECHT FIXTURE CO. 


NEW YOR 2338 
show moow | South Wells St. 
142 WEST sT. CHICAGO 











If you contemplate ies anand 

entire or surplus stock 

municate with us. Renato at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1448 


Eve h for Your Windows 
"Futuristic Lee and 


Puains, Fells, Plitters,, Valonces, Draping Ma: 
teri ag Send for Fancy Paver Book. 
a ‘price Tickets. 

DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 


























Quich Cash Buyers 
Ends. Unexpired leases taken or ney Ag 


POSTER @ DEUTSCH 
436 Grand St. New Yerk City 
Dry 0362 


STEEL ADVERTISING “) 
sa SPECIALTIES | 


Button Hooks 
Boot. Hooks 
Shoe Horns 








Put Back (soap- 





= Milbradt 
—| Rolling Step Ladders 


i Enable you to reach your 
- wal —— _.| highest shelves convenient: 














They last a lifetime 
and 


{Are made in a le, 
shape or size to # eS 
of shelving 


_«| Write for general catalog 
=| and let us suggest the best 
ya ladder for your use. 


Milbradt 
=| Manufacturing Co. 
Steet Established 1895 
———— 2416 No. 10th Street 
nasil ST. LOUIS, MO. 











stone) Shakers 
Window Reachers 





TO BE SURE YOU REOCBRIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 


596 Broadway, New York, N. Y. 





Telephones Uanal 6874 and Canal 6655 





Window Hooks 


J. L. SOMMER "X- a 
ESTABLISHED (876 

NEWARK NEW JERSEY 

LARGEST MANUFACTURER IN THE WORLD 

















MERCHANTS’ NEEDS 








BEADED BUCKLES 





No. 1581—75c Per Pair 


Sample Assortment for Your Approval 
Cheerfully Submitted 


The National’ Buckle Co. 


Spectalicts in Shoe Ornamentation for 
the Retail Store 








640 BROADWAY, NEW YORK 





ESTABLISHTO 1890 


LABELS 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


%3- an LEXINGTON AVE , BRODKLYN, NY 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 





| WIN DOW 
DISPLAY Fi F oo 


ISEGALLé SONS| 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 


_ SEND FOR CATALOG, 





LABELS 


The DISTINCTIVE and 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-29W 34TST. NYC 


) 
fP 





None WISCONSIN 8i30 
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Window Decoration 
and maker of 
Artistic Price Tickets 
Iatest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
“ctablished 1998 New York 

















POMPOMS AND oy ey FOR 
SOFT SOLE SLIPPER 
The right merchandise at the a price. 
Samples sent on request. 


HY-GRADE SLIPPER SUPPLY CO. 











693 Broadway New York City 








BUSINESS OPPORTUNITY 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 





Cincinnati Production 
Closer to Normalcy 


CINCINNATI, OHI0O—Despite the fact 
that 1930 got off to a bad start, busi- 
ness leaders predict the year will be 
one of prosperity. Conditions in vari- 
ous industries are fast regaining nor- 
malcy and the shoe industry is among 
those making forward strides. 

Some of the local shoe plants have 
been operating at capacity for some 
time and are sold up well in advance, 
while at others prgduction is being 
gradually increased. 
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MERCHANTS’ NEEDS 





Many shoe merchants 


have helped to increase 
their sales and profits 
with this smart, com- 
fortable chair. 
of many styles made by 


It is one 


HEYWOOD-WAKEFIELD 
Baltimore _Los Angeles 
Boston New York 
Buffalo Philadelphia 
Chicago Portland, Ore. 

San Francisco 








Lynn Reports Increase 
In Orders on Books 


LYNN, Mass.—A new thrill of life 
stirs the Lynn shoe industry as spring 
approaches, and a rising tide of orders 
comes as the time for spring openings 
and Easter sales draws nearer and 
nearer. Six new greens made a bid 
for fashion’s favor, some high, some 
low and some neutral, such as may be 
worn with any frock trimmed with 
green. Beiges, mode and clair, are 
plentiful, and the whites have already 
appeared in yncommon numbers. Then 
there are the reptiles, with lizards and 
snakes in new power, and rather more 
blacks than most makers expected at 
this time of the year. 

Fabrics, coming along strong, pre- 
sent the linens, some neutral, some of 
the dimpled lines, and some tweedy, 
these in the beige, brown, blue and 
green tones, also white, and all being 
trimmed with matching colors of calf 
or kid, some smooth of grain, some 
printed and some dotted and dimpled. 
A Rajah pump, somewhat magnificent, 
has a quarter of the ribbed tail of the 
lizard and a vamp from the smoother 
back, both vamp and quarter being 
everlaid with panelings of blue kid. 

Then there are also the straw cloths 
of one sort or another, all very smart 
with their leather trimmings, and also 
a spider web linen with a network of 
lines like those the spider wove and 
perforations like the hole in which the 
spider put the fly after catching him. 

One new and clever pattern pro- 
vides for duo straps which rise from 
either side of the throat of the vamp 
and spring in a curve to the quarter, 
being engaged and held on the instep 
by a loop strap. 


Boot AND SHOE RECORDER 


combining THe SHop RETAILER, Feb. 15, 1930 


Billy Rogers—Shoe Merchant 


(CONTINUED FROM PAGE 101) 


will make our store look quite differ- 
ent from theirs, and so help to avoid 
making people think they sell the same 
class of shoes as we do. And he can 
always have some little Teddy bears in 
the window.” Jack chimed in enthu- 
siastically. 

“Say, you feliows, what are we run- 


ning. A shoe store or a Teddy bear 
joint?” Billy inquired, laughing. 
“Billy!” June caught his arm. “I’ve 


got a wonderful idea, and you don’t 
have to prove it to me either. When 
you go to Boston, I wish you would 
hire some bear costumes from one of 
those places which rent theatrical cos- 
tumes. Then put on a Teddy bear 
parade right here in Fretton. Can you 
imagine the excitement in the street 
when our tame bears parade?” 

“Yes,” Jack interrupted. “And just 
think of all the advertising we would 
get. Boy, is that idea hot? Ask me.” 

“Buy some animal picture books, too, 
Billy,” June took up the story. Acks 
looked on in bewildered silence. He 
could not be sure whether they were 
fooling or meant it seriously. Billy, 
however, said little. He was thinking 
of the effect such a stunt would have 
on business. 

The matter was argued for an hour 
longer. Finally Billy decided that the 
idea was worth trying. It was novel, 
it would interest the children, certainly 
people would talk about it. And it 
should begin to give his store the indi- 
viduality that he had so often been 
urged to get. 

“I’m still worrying about the follow 
up, though,” Billy looked thoughtful. 
“It’s no good doing a thing like this 
and then letting the idea peter out. 
Now, how can we follow it up?” 

All four looked thoughtful and wise, 
but could think of nothing. They 
looked at each other blankly and then 
burst out laughing. Another strained 
effort to think of something clever, but 
without result, until Billy remarked 
quietly, “I think I have it.” 

The others looked at him expec- 
tantly. 

“I think the Teddy bear idea will 
work. The parade will be a good stunt, 
but we must tie the whole thing up to 
shoes and to our store so that when- 
ever anyone thinks of Teddy bears they 
will think of buying shoes from us. 
Unless we can do that the idea’s all 
wet.” 

“Won’t the window display help to 
do that, if I always put a few little 
bears in the window?” Acks inquired. 

“That will help, but we mustn’t let 
the bears overshadow shoes. Don’t ever 
lose sight of the fact that this is a 
shoe store. We must have an adver- 
tising plan that will follow up the 
parade idea. How would it be to offer 
prizes for the children who select the 
best names for the big bears?” 

“That’s jolly good,” Jack nodded ap- 
provingly as he spoke. “And you can 
get a committee to select the best 
names, but they should be names that 
tie up to shoes and to Billy in some 
way.” 

“Now we are getting somewhere,” 
June clapped her hands. 

“T think I’ll get Luke Zinner to write 
a special advertisement on it. And 
I’ve another idea. How would it be to 
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have a form letter to send to mothers 
of new babies inviting them to buy the 
baby’s shoes here?” 

“Boy. There’s more ideas floating 
round this bunch than we can use in a 
month of Sundays. I think if Billy 
gets this chap Zinner, whoever he is, 
to write some ads it should bring home 
the bacon,” Jack scowled and grinned 
at the same time. Then he looked sur- 
prised and shouted, “Hold everything, 
fellows, I’ve an idea. Don’t send the 
letter to the mother, address it to the 
baby. That should make 4d ten strike 
with mama.” 

“I refuse to say any more about it 
tonight.” Billy tried to look very busi- 
ness -like as he spoke. “Remember, 
gang, we already have a pretty classy 
advertising idea in our ‘Old Shoemaker’ 
ads. They are pulling pretty well, 
people speak of them, and we don’t 
want to throw away all the value of 
that accumulated publicity just for an 
idea that might be a flop for all we 
can tell.” 

“That’s so. I never thought of 
that, big boy,” June said in disap- 
pointed tones. 

“Well, gorgeous, let’s forget it for 
tonight. In the morning I'll go and 
talk it over with Luke Zinner. Now 
let’s go to Felkington’s to celebrate 
our first definite idea for individualiz- 
ing our store. But until we are all set 
to go, mum’s the word, everybody.” 

They left the store laughing and 
chattering, except Acks, who looked 
bewildered. 





Morris Cowen Loses Arm 
from Accident 


M1aAmMi—Morris L. Cowen of Miami 
has lost his left arm as the result of 
an automobile accident in which he was 
injured Sept. 17, 1929, near Richmond, 
Va., while on his way to New York 
City on a buying trip. 

Mr. Cowen has been in St. Luke’s 
Hospital, Richmond, since the accident 
and his injured arm was being treated 
by physicians in the hope of saving it. 
Several days ago Max Nankin, asso- 
ciate of Mr. Cowen in Cowen-Nankin 
Shoe Stores, Inc., was informed that 
an infection developed, making it nec- 
essary to amputate the arm near the 
shoulder. Mr. Nankin said that Mr. 
Cowen’s condition since the operation 
has improved greatly. He is expected 
to return to Miami in about two weeks. 

Mr. Cowen is president of Cowen- 
Nankin Shoe Stores, Inc., and is a vice- 
president of the Southeastern Shoe Re- 
tailers Association. He is widely known 
in shoe trade circles. 





Griffin-White Stockholders 
Elect Officers 


BROOKLYN—The annual meeting of 
the stockholders of the Griffin-White 
Shoe Company was held at the offices 
of the company in Brooklyn, Feb. 1, 
and the following officers were reelected 
for the coming year: Albert C. Griffin, 
president; J. Frederick E. Wood, vice- 
president and treasurer, and George 
W. Reich, secretary. 



















Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot Anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 
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Aext Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


[* all the real shoe-fitters in the coun- 

try with measuring sticks in hand 
were enlisted in the S. O. S. (Service 
of Shoes) during the week of April 
20-26, they would represent this in- 
dustry’s master effort to warn the 
American public to “Watch Your 
Step.” 

We hope to enlist in our issue of 
February 22 every service-serious shoe 
merchant and salesman, giving him the 
opportunity to develop in his store and 
community “foot consciousness” that 
will come during the nation-wide Foot 
Health Week, April 20-26. A complete 
section of what can be done will appear 
in this issue. We make it possible for 
every merchant to get, without charge, 
a medical foot advisor during that 
week. 


AAA 


BE sure to enlist in the preliminary 

campaign that also tells the public 
“Change Your Shoes at 11, 3 and 7’— 
the new theme song which aids in get- 
ting more shoes sold right. 


AAA 
















PROTECTED 


AGAINST WET SIDEWALKS 
INVISIBLE MIDDLESOLE 


in your shoe bottoms will pre- & 
vent moisture penetrating to the (i 
inner sole and protect the wearer — 
against cold and dampness. 


Longer — more even wear plus much greater comfort are some of the other 


reasons for the ever increasing preference for this new scientific bottom filler— 
INVISIBLE MIDDLESOLE. 


BECKWITH MANUFACTURING CO. 


Largest manufacturers of Box Toes in the World 


STATLER BLDG., BOSTON 
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